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Write or wire for our representative to call. 


QUEEN QUALITY SHOE CO. « ST. LOUIS, MO. « Branch of International Shoe Co. 


N. B. & S. M. A. Convention, New N. S. R. A. Convention, St. Louis 
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The VOICE of the TRADE 


dd 
Hides and Gold 


—-they have much to do with shoe 
prices. Gold is up and hides are 
down in world’s markets, as 
American tanners see them. The 
dollar is depressed abroad, and it 
takes more of them to buy hides 
and skins. Tanners obtain from 
30 to 40 per cent of their hides, 
from 35 to 40 per cent of their 
calfskins, practically all of their 
goat and kid skins, most all their 
reptile skins and a great many 
sheepskins, from foreign markets. 

The dollar being low abroad, 
American tanners are turning to 
domestic markets for hides and 
skins. So are the tanners of Eu- 
rope, the rate of exchange being 
much in their favor. Besides, the 
American hide market is present- 
ly considered to be the lowest hide 
market in the world. And tanners, 
wherever they may be, always buy 
in the lowest market. 

There are also reports that Eu- 
ropean shoe manufacturers are 
buying American leather, they be- 
ing enabled to do so because the 
rate of exchange is in their favor. 
American shoe manufacturers, 
and shoe buyers, too, await the 
reports of leather to see how 
much is going abroad, and then 
they will form opinions as to the 
future of leather prices for shoes. 

In the course of years hide 
prices tend to level in the markets 
of the world, for hides are an in- 
ternational commodity. This time 
there is a puzzle as to where they 
will level, because their level will 
eventually be determined by the 


price at which gold levels in the 
world’s markets. 
* Ok Ok 


Walter A. Menke, 


vice-president of the Central Shoe 
Company, St. Louis, announced a 
radio campaign—a modern ver- 
sion of Robin Hood with program 
specially adapted to juvenile audi- 
ences of school age. 





GOOD- WILL 
a 





Cast for the transcriptions in- 
cludes Gayne Whitman, already 
well known as Chandu, as Robin 
Hood; Bill Davidson, former an- 
nouncer at KSTP, St. Paul, as 
Little John; Charles Carroll from 
cast of KFWB English Coronets 
series, as Will Scarlet ; Lionel Bel- 
more, actor, as Friar Tuck; Ted 
Osborn, of the KHJ Merrymak- 
ers, as Will Stutely, and others. 


* * Ox 


Naichael A. Levy, 


of Santa Barbara, Cal., says: 
“At present several of the out- 
standing merchants of the city 
have launched a “BUY NOW” 
campaign in connection with the 
NRA program, and to tie in with 
this we are at the present time 
going through our men’s files and 
sending all a personal urge to buy 
new shoes this Fall. We are look- 
ing forward to effective results 


from this sort of a campaign. 
Along with the letters we are 
using inclosures describing some 
of the new shoes and calling at- 
tention to the economy of buying 
quality shoes.” 
9 


U. of the 


Blue Eagle or any emblem or in- 
signia of the National Recovery 
Administration, or any part of 
any emblem or insignia or the let- 
ters NRA or NIRA or the phrase 
Blue Eagle as a trade mark or 
trade name, has been prohibited 
by regulations issued by Admin- 
istrator Hugh L. Johnson. The 
regulation provides, however, that 
it shall not be construed to prevent 
the labeling of any article in any 
manner authorized by any code. 


* * * 








Mare shoe money 


for Christmas through bank op- 
enings. 

J. F. T. O’Connor, the comp- 
troller of the currency, issues a 
statement saying that 133 national 
banks with aggregate frozen de- 
posits of $124,940,000 were li- 
censed, chartered or liquidated 
during October. 

“As a result of this activity by 
the comptroller’s department last 
month,” O’Connor said, “55.4 per 








12 


cent of all the national banks in 
the United States and the District 
of Columbia which remained unli- 
censed on March 16, following the 
bank holiday, had been licensed, 
chartered or liquidated by the first 
of November. 

“Moreover, of the national banks 
which remained unlicensed at the 
close of business Oct. 31, last, 61.3 
per cent had received approved 
reorganization plans and 8.5 per 
cent had reorganization plans un- 
der consideration.” 


* * * 


F red Lawrence, 
eldest son of E. G. Lawrence of 
R. S. Lawrence & Company of 
London, arrives on this side of the 
water to study American tanning. 
He brings word from England 
that “a quality movement in ma- 
terials is on the way.” He proceeds 
to Girard, Ohio, for his first study 
of American leathers at Ohio 
Leather Company, and may later 
include the Northwestern Leather 
Company, McNeely Price & 
Company and Diamond Kid Com- 
pany—to give him a thorough un- 
derstanding of American ma- 
terials. 





D. G. Oppenheim, 
of Stevens’, 622 South Hill Street, 
Los Angeles, Cal., says: 

“The best results can be ob- 
tained nowadays in promoting 
more men’s business by talking fit 
and not even price or wear. It is 
a well-known fact, and yet a point 
that we often lose sight of, that 
more men are attracted to a store 
that deals out comfort rather than 
wear. You and I know that the 
shoes that wear the longest are 
basically the ones that give the 
most comfort, so we use that 
thought in our advertising and in 
our selling. 

“Our advertising for November 
and December will tell the public 
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RED INTO BLACK 


—There are big and serious problems still 
to be solved. 


—Our sick old world isn’t going to recover 
its full economic health over-night. 


—But, very real progress is being made and 
I believe that still greater progress will 
be made during the months to come. 


—Those of us who study financial news 
were shocked when we read Profit and 
Loss Statements for the year 1932. 


—Losses ranging from hundreds of thou- 
sands up to millions were registered by 
some of our largest and finest industrial 
companies, e 


—Now the scene has changed—profits are 
replacing losses in many, many cases. Divi- 
dends are being resumed — extra divi- 
dends are being declared by some com- 
panies. The tide has turned. 


—Red figures are changing into black. 


Lee 6Vike~ 


President. 





that our shoes have style and 
looks, but principally we will dwell 
on the care we take in fitting and 
the comfort the customer will have 
during the life of the shoes.” 


* * 


@rare E. Williams, 


in addressing the. Ways and 
Means Committee of the House 
of Representatives in the State of 
Missouri, in opposition of pro- 
posed sales tax, said: 


“We recommend that you place no 
tax upon the consumption of the 
daily human needs of life on the 
shoulders of the people of Missouri. 

“But that you levy the tax to meet 
the present emergency of the people 
of this state upon the accumulated 
wealth of the past 113 years of a 
prosperous history. 

“The merchants of this state, as 
above outlined, and as confirmed by 
the income tax returns in your state 
auditor’s office, are in most instances 
operating at a loss of either surplus 
or capital, and would under no con- 
ditions that might be named be able 
to assume a Sales Tax if levied, but 


would be compelled to pass it on to 
the consumer either in a specific 
amount as outlined by any percentage 
figure you might name, or in the 
mark-up or resale price of the mer- 
chandise itself. 

“Any other course on the part of 
the merchant would mean _bank- 
ruptcy for many, and loss of profit 
for all.” 

. 2." 


The U. S. Rubber Co. 
reports sales of $3,900,000 worth 
of lastex, the new elastic woven 
material, against $200,000 for 
1931, the year of its introduction. 
Some of this material is already 
in use in shoes. The growing use 
of lastex yarn, developed by 
United States Rubber, is likely to 
carry dollar volume of the prod- 
uct to about $8,000,000 in 1934, 
according to some estimates. The 
product was introduced in 1931 
and was in the novelty class that 
year, with dollar volume of sales 
running to only $200,000. In 
1932 dollar volume jumped to 
$1,200,000. 


x * * 


} Berland 


Shoe Company, of St. Louis, 
dramatizes by radio the “HEART 





TO HEART CLUB’—a radio 
version of a newspaper column de- 
voted to advice to the lovelorn. 

The program was a_ favorite 
over the radio during the Spring 
of 1933. The skit, featuring 
dramatizations of real life prob- 
lems, was written, originated and 
produced by Louis E. Westheimer 
& Company, counsel for the Ber- 
land Shoe Company. 

Novel window signs have been 
prepared to call attention to the 
radio broadcasts of the Berland 
Company and are placed in all 
stores. The signs are a reproduc- 
tion of a page from “Variety,” the 
country’s leading theatrical jour- 
nal, and a special reproduction of 
an editorial boost by that publica- 
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tion for the “HEART TO 
HEART CLUB.” 


* «& * 


Siete 


“Tomorrow is Shoesday,” ex- 
claimed Susy, the inspired ste- 
nographer in a Lynn shoe factory, 
“and so a thought that on Tues- 
day the store may run a “shoesday 
sale.” Yet a prime thought is that 
every day should be Shoesday. 


* * 


The shoe school 


at Lynn continues, a majority of 
citizens voting on a referendum 
ballot that it should do so. Lowell 
desired the school, and so a new 
discussion arises as to the pros- 
pect of shoe schools in Lowell, 
also Boston and other centers of 
Bay State shoemaking. The Lynn 
school now has 276 students en- 
rolled, all making shoes in a prac- 
tical way as a means to increase 
their shoemaking skill, especially 
in the newer operations. More 
would be taught if the school had 
the room. The evening classes are 
all made up of men and women 
from the factories. 


*% 
World-wide 


trade in shoes shows a definite up- 
swing, says the Leather, Rubber 
and Shoe Division of the Depart- 
ment of Commerce, in a survey of 
60 different markets. 

Increased movement of sea- 
sonal lines, particularly in fash- 
ionable colors, was apparent, the 
survey, which covered the world 
leather market, indicated. 

A higher volume of trade was 
reported in North American mar- 
kets during October, with indica- 
tions that seasonal buying was in 
large measure responsible. Do- 
mestic tanners continued to hold 
the South American market in 
spite of increased activity on the 
part of foreign suppliers. Notice- 
able increases were found in Asi- 
atic markets, with the African 
trade reported as favoring domes- 
tic leathers and buying less im- 
ported goods. 

In many European countries 
trade fairs accounted for large in- 


* 
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creases in sales, with much im- 
ported leather being handled. 


* * * 


F. B. Handy, 


secretary of the Simplex Shoe 
Tree Company, has developed a 
unique method of demonstrating 
the usefulness of a shoe tree, 
which is as follows: 

“When you remove a shoe from 
the customer’s foot slip a Simplex 
shoe tree into the old shoe and 
place it on the seat at the side of 
him or on the floor in front of 








him while you go after the new 
shoes. You have demonstrated 
ease of operation and self-adjust- 
ing feature, and when the custom- 
er corhments on it the sale is in- 
vited. 

“When bringing out new shoes 
for the customer’s attention and 
consideration, put a tree in the 
new shoe—it takes but a fraction 
of a second to slip it in and then 
holding the tree by the handle you 
can show the customer the shoe 
from every angle. Invariably the 
tree, coming to his attention in 
this way, invites inquiries, and the 
sale is made. 

“Explain to your shoe polish 
customers how the tree prevents 


A! 
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soiling hands, as the shoe can be 
cleaned by holding the handle.” 


*. * Ox 


A\tbert D. Slesinger, 


of L. Slesinger & Son, Baltimore, 
is serving as chairman of the re- 
tail shoe dealers in a campaign 
being conducted to raise a Com- 
munity Fund of $1,150,000 for 


next year. 
* Ok OF 


Davia S. Josephson, 
president of the Middle Atlantic 
Retail Shoe Association, was a bit 
reflective the other day. 

“Shoe retailing,” he finds, “is 
an entirely different business from 
what it was ten or even five years 
ago. Toa man entering the shoe 
business now, after an absence of 
a few years, it means that he will 
of necessity be obliged to learn 
the tricks of the trade all over 
again. This goes all the way from 
how stock is kept to the methods 
of presenting and promoting mer- 
chandise. The style element alone 
has undergone a vast change. 
That’s what makes the operation 
of a shoe store so interesting. 
Then we know, too, that progress 
has not stopped, for more changes 
are constantly occurring and will 
occur. That’s why we are paying 
close attention to our serious read- 
ing. Remember this, too, there 
was never a well-shod race of peo- 
ple that was a backward race.” 








“I’m afraid Papa’s going to be some of those pigskin uppers | hear tell about.” 








Members of the chain store group serving on the St. Louis N.S.R.A. Convention Committee thrashing out one of the many details in per- 
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fecting arrangements for a successful meeting. Reading from left to right: Mark Edison, Edison Bros. Stores, Inc.; Paul Berwald, Senack 
Shoe Co., M. M. McCain, McCain-Wright Shoe Co., and 1. M. Kay, of Berland Shoe Stores, Inc. 


“How to Sell” Big Theme 


at St. Louis 


Te increase the scope of the 
National Shoe Retailers’ Association convention to 
be held in St. Louis Jan. 7 to 10, the St. Louis com- 
mittee of shoe retailers has planned a comprehensive 
exhibit of advertising compiled from promotional 
material of the leading shoe stores throughout the 
country. 

The exhibit will be established on the mezzanine 
floor of Hotel Jefferson and arranged in three divi- 
sions, men’s women’s and children’s advertising. 

The display and purpose is not an attempt to in- 
troduce complicated and technically impossible effects 
in advertising, that must be handled and directed by 
an expert. The exhibit is intended, rather to be help- 
ful to the average merchant who, as part of his store 
operation, prepares his own advertising. 

The committee is hopeful that the response from 
the leading stores will be such that the exhibit can be 





Visual Education in Advertising 
and Promotion to Be Featured 


made permanent and available for all merchant meet- 
ings, held throughout the year. 

The display is not to be confined solely to news- 
paper advertising. The many and varied forms of 
direct mail material will have a prominent place in 
the presentation. Letters, with sales-compelling fea- 
tures, circulars and other skillfully prepared printed 
pieces will be given prominence. 

In the women’s division of the promotion, program, 
style, health and corrective advertising features will 
be included. This will also apply to the men’s and 
children’s division. 

With a visual educational display, merchants, both 
large and small, will have the opportunity of making 
notes and carefully studying the typés of advertising 
appeal used by successful stores, who employ trained 
executives to direct their advertising. 

[TURN TO PAGE 52, PLEASE] 
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onvene 


National Council to 








First Annual Meeting 
Council of Shoe Retailers, Inc. 
Hotel Commodore, 
South Room, 
Wednesday, Dec. 6th, 

8 p.m. prompt 


All retail shoe men invited 





WARD MELVILLE 


President, National Council of Shoe 
Retailers, Inc. 


The first annual convention 
of the National Council of Shoe Retailers, Inc., will 
be held at the Hotel Commodore, New York—where 
the National Seasonal Opening and the Annual Con- 
vention of the National Boot and Shoe Manufactur- 
ers Association is being held during the same week. 





Council Meeting: Wednesday, Dec. 6 
Hotel Commodore 
South Room 
8.00 P.M. (sharp) 


Business session to consider : 
Reports by Officers of the Council 
Discussion of Administration of Code 
Operating Problems under the Code 

¢ Future Activities 

Election of Officers and Board for Ensuing 
Year 


he ies 


se acai ot 


Fare and one-third for round trip has been granted 
by the railroads to those attending the National Sea- 
sonal Opening, providing they secure certificates from 
local agents at time of purchasing one-way ticket. 

Certificates, when validated in New York, will 
entitle those in attendance to purchase return tickets 
over the same line at one-third the regular one-way 
fare. 

The Council says: “There will be certain retailers at- 
tending the Seasonal Opening who are not now affili- 














JAMES WRIGHT 


Vice-President, National Council of 
Shoe Retailers, Inc. 


ated with the National Council of Shoe Retailers, Inc. 

“These retailers will be invited to attend its meet- 
ing on Wednesday evening. Many of them will be 
familiar with the work the Council is doing, and 
interested in its progress. It is thought that they 
will welcome the opportunity to meet with its mem- 
bers, and to secure a better understanding of the 
Council’s program. 

“At the Dec. 6 meeting, President Melville, who 
is representing this organization on the National Re- 
tail Trade Council in Washington, will make a first- 
hand report to members on the administration of the 
Retail Code. 

“Mr. Melville has been named Chairman of the 
Committee on Administration of the N.R.T.C. He 
will describe the functions to be performed in the 
new set-up by the National Retail Trade Council, by 
the national trade associations, and by local Retail 
Trade Councils. 

William Girdner, secretary of the National Council 
of Shoe Retailers, Inc., says: 

“There will be no ballyhoo—especially since there 
is no time for it—in connection with the First An- 
nual Meeting of the Council. But, so far as its value 
to shoe retailers is concerned, we believe this session 
fully deserves a good many high-sounding phrases 
which many convention sessions do not quite justify. 
[TURN TO PAGE 51, PLEASE] 
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And the Christmas Tree 


The Spirit of Christmas is Thoughtfulness of Others; The 


Spirit of NRA is Helpfulness Toward "The Other Fellow" 


By R. E. ANDRUSS 


~~ 
he symbol of Helpfulness 
and the symbol of Thoughtfulness are united to help 
U. S. win the 100 Day War Against Winter.” 

So reads the caption on a portfolio of seven ad- 
vertisements being issued to newspapers throughout 
the United States by the Department of Public Rela- 
tions, National Recovery Administration, Washing- 
ton, D. C. 

These advertisements appeal to sympthy and senti- 
ment, asking everyone to cooperate in the 100 Day 
War Against Winter through generous Christmas 
buying. 

The set-back or success of the NRA depends much 
upon keeping men and women at work during the 
dangerous days of the first three months of 1934. 

Generous Christmas buying means far more than 
patronage and profit for the merchant. Good Christ- 
mas business will hasten orders to factories that will 
keep the wheels turning and prevent lay-offs during 
the bitter months of Winter. 

Three single column ads that tie up with this cam- 





paign are given on the opposite page. Notice the 
suggestion that they be published anonymously, or 
else signed by the local Chamber of Commerce, the 
Mayor or a public spirited organization. 

Using the store name in connection with these ads 
would create the impression that the Blue Eagle was 
being mis-used. 

You can further encourage the success of this cam- 
paign in your community by cooperating with your 
local newspaper that has received the series of “100 
Day War Against Winter” advertisements, to help in 
securing sponsors for their publication. 

You may be better able than the paper to secure 
the interest of your fellow merchants in the anony- 
mous publication of these advertisements, or perhaps 
win the sponsorship of the Chamber of Commerce 
or other organizations, 

The theme of these advertisements offers splendid 
suggestions for short radio talks, short talks to vari- 
ous groups or clubs. A letter contest for school 
[TURN TO PAGE 56, PLEASE] 
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Give Generously 


This Christmas! 


How pleasant it is to realize that 
each gift we choose to please a 
friend will help to keep someone 
at work during the btter weeks 
of winter after Christmas! 


Good Christmas business means 
immediate orders going forward 
from local merchants to factories. 
Orders in the factories mean no 
dull season, no lay off,—men and 
women kept on their jobs! 


Be a generous Santa Claus. The 
spirit of Christmas is thoughtful- 
ness of others. The spirit of the 
NRA is helpfulness to our fellow 
men. 
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Be an NRA 
Santa Claus 


This Christmas, put back on your 
list those you may have neglected 
for the past year or two. 


This Christmas, give as gener- 
ously as possible to those whom 
you unfailingly remember. 


More than ever, your thought- 
fulness of your friends means help- 
fulness to others. 


Every gift is a lift. If all who 
can give generously, orders for 
merchandise going to the factories 
after Christmas, will keep men and 
women at work during the bitter- 
est months of winter. 


Generous Christmas giving will 
break the back-bone of unemploy- 
ment. Be an NRA Santa Claus. 














What Will 
They Bring ? 


Will those weeks of winter after 
Christmas be weeks of want or 
weeks of work for millions of men 
and women who are back on their 
jobs under the Blue Eagle? 


It’s up to us. 


Giving generously to our friends, 
will speed the orders for more 
merchandise. Men and women 
who make the goods will be kept 
busy. 


Our pleasure in giving is doubled 
when we realize that each gift we 
give, gives doubly—pleasure for a 
friend; work for someone else. 


Be a generous NRA Santa Claus! 


Sa ea eee 


These three advertisements tie up with the “lOO Days War Against 


Winter” campaign, now being sent to newspapers throughout 


the country by the Department of Public Relations, National 


Recovery Administration. See text on Opposite page 
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THE SHOE STORE | 





A Working Schedule for Busy 


Merchants 





1 Everything should be ready 

for the holiday season to- 
day. Holiday merchandise out 
on display and marked, holiday 
trims in place in the windows 
and inside the store, holiday 
wrapping materials ready for 
use. Have you a supply of gift 
certificates? 


5 Make up a gift box of 3 

pairs of good silk hose and 
tie it attractively in holly paper 
and red ribbon, pricing it at, 
say $2.75. Then send out a 
letter featuring it. Photograph 
the box, have a cut made, and 
print the illustration on your 
letter. 


Remind everyone to keep 

pushing the sale of your 
gift box of hosiery. How about 
making up a gift box of men’s 
hose too? Have you enough 
help to take care of the Satur- 
day rush? Why not offer “Free 
Rubber Heels On Your Old 
Shoes Today If You Buy a New 
Pair?” 


13 Are your windows ade- 
quately lighted? Stand 
across the street tonight after 
the lights are on and see how 
your lighting compares with that 
of your neighbors. The dimly 
lighted store front will cost you 
business! You cannot afford to 
skimp on your lights! 


Make It a Shoe Christmas in Your Town 


First of the four big holi- 

day shopping Saturdays! 
Your windows should fairly 
“sing” with interesting displays 
that will stop gift shoppers 
looking for ideas as to what 
to buy. And be sure that every 
thing in your windows has the 
price plainly marked. 


6 Have several of your gift 
hosiery boxes on display in 
the store. Talk to your sales- 
people and have them under- 
stand that this is your “key” 
item, to be shown to every cus- 
tomer. Give each salesman a 
quota of these boxes to sell be- 
tween now and Christmas. 











1 Don’t forget that your 

staple footwear business 
must be exploited during the 
holiday season. Run an oc- 
casional ad on “Shoes — The 
Practical Gift,” and in your win- 
dow displays of footwear em- 
phasize the same theme. Why 
not feature shoe certificates? 








Check your stocks today 

to make sure you have 
ample supplies of the best-sell- 
ing items to carry you right up 
to Christmas. Are you adver- 
tising several times during the 
week now? You should—one 
ad a week is not enough during 
this big buying season. 


1 Time to rearrange the 
windows again. Better 
take out the old display and 
price cards and put in fresh, 
new ones. If any of your spe- 
cial gift lines are not selling as 
they should give them a special 
display and caution everyone to 
put selling pressure on them. 


1 5 Tomorrow ought to be 

the biggest holiday 
Saturday so prepare an excep- 
tional ad for tonight’s paper 
featuring every item in the 
store that has gift appeal. If 
any items are not selling reduce 
the prices slightly and use them 
as “leaders” in your ad 








Rearrange your windows 

today so they will look dif- 
ferent, giving the places of 
prominence to such gift items 
as house slippers, hosiery and 
any special gift lines you may 
have added for the holidays. Are 
you using extra table displays 
in the store? 


8 Prepare a big, interesting 
ad, featuring all your gift 
lines, for tonight’s paper. Then 
freshen up your windows for 
the week-end, and see that 
everything that is advertised is 
prominently displayed in the 
windows and inside the store 
as well. 


12 An attractive mailing 
folder exploiting the 
house slipper line would be very 
timely this week. Feature just 
two or three prices and include 
an order blank on the folder so 
that orders can be sent in by 
mail. Send this folder to your 
entire customer list. 


16 Your one big job today is 
to SELL, and to see that 
every customer that enters your 
store is served. Caution all 
salespeople to keep pushing 
your hosiery gift box. If you 
have room put out extra table 
displays for today—people buy 
what they SEE! 























(Raggy at ER ROR lo 















BooT AND SHOE RECORDER 


combining THE SHOE RETAILER, Dec. 2, 1933 


CALENDAR 





19 


FOR * * * 
DECEMBER 





To Produce More Profit Through Planning 








2 Have you the stock, or 

the merchandise on order 
that you are going to need to 
supply staple demands right 
after the first of the year? The 
way to have a good 1934 is to 
start with a good January—and 
you can’t have a good January 
without goods to sell! 





29 Why not select some of 
the items you want to 
clear and run a moderate sized 
ad tonight featuring them for 
tomorrow at “End-Of-The-Year” 
prices. Tomorrow will probably 
be a rather quiet day, but a 
feature of this kind may help 
to bring the sales up. 





18 Your windows will need 

changing today, and from 
now till Christmas they should 
be changed constantly as you 
find you need to put selling 
pressure on this item or that. 
Use unit displays that can be 
changed without disturbing the 
rest of the window. 


2 2 Tonight’s ad for the last 

shopping day before 
Christmas should be a ‘“‘clean- 
up” ad featuring all the things 
you want to clear away tomorrow 
if possible. Name prices that 
will SELL them. It’s better to 
get your cost than have the 
goods on hand Dec. 26. 


26 Now for a thorough 
check of your footwear 
and hosiery stocks to see just 
what numbers will have to be 
cleaned out in your Winter 
Clearance, and just what num- 
bers will have to be reordered 
to keep your stocks up to par 
during January. 


30 Last business day of 
1933. A good day to re- 
view your accomplishments of 
the year, and make some plans 
for 1934. Change your windows 
today so that you can start the 
new year with new displays fea- 
turing some of your newest 
footwear styles for midwinter. 


19 Get up a letter to busi- 

ness men, suggesting 
your hosiery gift box as a suit- 
able present for employes. If 
you don’t have a mailing list of 
business men use your tele- 
phone book and send a letter to 
every man you can reach. In- 
vite them to phone in their 
orders. 


2 Before you go home to- 

night remove your holi- 
day window and interior trims, 
and put in a window of staple 
footwear items. Then when you 
come down on Tuesday, there 
will be no untimely Christmas 
signs and decorations to look 
out of place. 


2 In every business there 

are certain staple, fast- 
selling items known as BASIC 
STOCK items. The chains, and 
many wide-awake independents 
have a list of these items to 
use when making stock checks. 
Do you know what items are 
BASIC STOCK in your store? 













20 Have a large newspaper 
ad tonight for the last 3 
holiday shopping days. A win- 
dow of party slippers with a 
card suggesting “You'll Need :A 
New Pair For The Holiday 
Parties” will bring some busi- 
ness. Check your stocks for 
items that should be sold this 
week, 





28 When are you going to 
have your Winter Clear- 
ance Sale? Now is the time to 
make your plans for it. Look 
up your records of a year ago, 
and check up as to when your 
competition usually have their 
sales. Plan to be first in the 
field in 1934. 


The RECORDER exterfds its 
heartiest greetings and best 
wishes for a Happy and Prosper- 
ous New Year! Ahead of us lies 
a future beset with uncertain- 
ties, and by no means free from 
problems and difficulties. Never- 
theless we face it resolutely, 
with the firm confidence that 
we are “on our way.” 
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Studies in Foot Development 


Survey of the Stages That Marked the Evolution of the 
Human Foot Pattern from the Amphibian Age 


By DUDLEY J. MORTON, M. D. 


Odecasionaity fiction has suggested 
a primitive tree-living human being whom it has been 
pleased to designate as an “arboreal man.” This 
fantastic creature invariably combines, through its 
author’s imagination, all the mental attributes of man- 
kind and the ability to swing through tree-branches 
with the agility and confidence of the great apes. Let 
us not, however, confuse fiction with facts. Scien- 
tific studies present very definite evidence that during 








Fig. 1. Chimpanzee skeleton and foot, a_ tree-living 
grasping type. 


the early half of the Miocene period (about thirty 
millions of years ago) the human stock originated 
from a tree-living, proanthropoid group. 

As stated in our previous article, that group had 
acquired an upright body-posture in tree-life through 
use of the habit of branchiation,* but in no other way 
had they shown any approach toward mankind in 
face or body form, Appreciable changes in the human 
direction became apparent only after the original 
representatives of the human stock had for a very 
long time established their home permanently upon 
the ground. Moreover, they had come to the ground 
as upright bipeds, retaining the vertical position of 





* Branchiation—a term given to the habit of swinging the 
body through trees by using the arms like a trapeze per- 
former. It is particularly characteristic of the great apes. 


their bodies inherited from their previous arboreal 
existence. 

It was this combination of ground-life with upright 
posture, continued on through thousands of subse- 
quent generations, that gradually fashioned the human 
design of body and limb structure. During the period 
of tree-life, the arms were the principal means of 
locomotion and their bodies were thereby suspended 
in a vertical position. When ground-life was adopted, 
however, the weight of the body was completely trans- 
ferred upon the legs and feet, and the posture be- 
came one of vertically-balanced support. The change 
in environment freed the arms and hands from the 
needs of locomotion so that they could serve as spe- 
cial servants of the developing brain, while the legs 
and feet assumed the entire function of locomotion. 
Man’s present ability to climb trees does not mean 
that he became man in the trees, as inferred by fiction, 
any more than his ability to swim would suggest that 
he originated directly from some aquatic ancestor. 

Comparative studies of the primates indicate that 
the chimpanzee foot closely resembles the ancient 
proanthropoid type. Hence, a comparison of chim- 
panzee and human feet will point out the character 
and degrees of change necessary to produce the human 


model. Their major differences are listed as follows: 
Chimpanzee foot Human foot 
(Proanthropoid type) 
Flexible, grasping. Rigid, weight-supporting. 
Small heel. Massive heel. 
Lateral digits long, and Lateral digits short, and 


turned toward first toe. 
First toe short, thumblike, 
divergent, and turned toward 
lateral digits. 

Abrupt inward slant of the 
Sub-talar joint. (Beneath 
the ankle bone.) 

Flat, except for primitively 
shallow transverse tarsal 
arch. 


turned downward. 

First toe much enlarged, 
parallel with outer digits 
and turned downward. 
Approximately level Sub- 
talar joint surface. 


Arched inner border with 
deepened transverse tarsal 
arch. 





Flexibility is a primitive character and necessary 
to a grasping type of foot. In contrast, the rigidity 
of the human foot is an equally necessary feature for 
efficient support of body-weight. A weight-support- 
ing heel was one of the first requirements for the 
balance of a vertical body-posture on the ground. 
Quadrupedal animals are essentially digitigrade; the 
stability of their body-balance is secured by the four 
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well-separated points of support represented by their 
feet, even though each foot has only a small area of 
ground contact. 

In an erect biped, however, the position of the two 
legs takes care of the lateral balance of the body, but 
it is necessary for the heels to be dropped to the 
ground in order to obtain stability forward and back- 











Fig. 2. Gorilla skeleton and foot, a similar type modified by 
ground life. 


ward. The small heel of anthropoid foot conforms 
with the habits of tree-life; for there, where the arms 
are chiefly used for locomotive activities, the heel is 
only moderately affected by weight-bearing or lever- 
age stresses. In contrast, the heel of man has for 
countless generations been subjected to vertical sup- 
port of body-weight, and to strong leverage action; 
its massive size is obviously a direct response to such 
greater functional demands imposed by terrestrial 
bipedism. 

Likewise, the long finger-like toes of the anthro- 
poid are a necessary feature in an arboreal grasping 
foot. When such a foot bears weight on the ground, 
however, where the grasping function of the digits is 
not used, they assume an ineffectual laterally-curved 
position, as shown in Fig. 4. Their length becomes 
a hindrance rather than a help. In man, the short, 
downwardly-faced toes are well adapted to contrib- 
ute to the foot’s propulsive action in terrestrial loco- 
motion, and can thus be recognized as another char- 
acteristic modification for ground life. 

We are aided in these interpretations by including 
the gorilla foot in our comparison, because the gorilla 
has, like man, departed from former tree-living 
habits. The gorilla’s descent to the ground occurred 
much later than the prehuman descent ; nevertheless it 
happened far enough in the past to have established 
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changes in the gorilla foot that now place it in a 
distinctly intermediate position between the arboreal 
chimpanzee type and the terrestrial human type by 
reason of its enlarged heel and shortened toes. The 
illustration of the soles of the three feet, Figs. 1, Z 
and 3, shows strikingly the modifications of the 
gorilla foot in a human direction; in fact, its modi- 
fications can reasonably be accepted as disclosing and 
paralleling the early changes of the prehuman foot. 
In our previous article, a characteristic of the pro- 
anthropoid foot was described as of fundamental 
importance to the ultimate appearance of the human 
model. It was the transition of the functional axis 
from its primitive mammalian position (in the mid- 
line of the foot and passing through the third digit) 
toward the inner border to lie between the first and 
second digits. All remaining differences between the 
proanthropoid and human types of feet listed above, 
had their origin in this altered position of the foot’s 
axis. When certain early mammals, such as the an- 
cestors of the horse or deer and their related species, 
began their widely-ranging habits, the bones of the 
third (middle), or third and fourth digits became en- 
larged and lengthened for the reason that the lever- 
age action became concentrated upon these bones 
which most closely paralleled the foot’s axis; in the 
case of these animals, the enlargement of the middle 











Fig. 3. Human skeleton and foot, showing advanced 
terrestial changes. 


digits was carried to such a degree that in time the 
toes on each side became unused and eventually dis- 
appeared. 

This developmental phenomenon has its counter- 
part in the enlargement and arching of the inner 
border of the human foot; but here the location of 
the enlargement was determined by the altered posi- 
tion of the leverage axis between the first and second 
digits acquired during the proanthropoid stage. When 
the anthropoid foot is used on the ground, the joint- 

[TURN TO PAGE 47, PLEASE] 
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Buying in the Market 


Buyers are not so cock-sure 
about,,anything as they were once about everything. 
We found,this to be true by sending our field editors 
through the country to get the reactions of merchants 
on the best ways to buy and to sell. 

Running, a shoe store, our field editors find, is a 
more difficult kind of job. People are different in 
their interest in shoes. It is different from what it 
was even as short a time ago as last August. For 
one thing, the public is no longer a “‘sales-sucker.” 
The cry of “wolf—wolf buy these values—they will 
never be repeated” —leaves the public cold. The best 
example of that is that many stores jumped the clear- 
ance gun and pulled sales in November, and instead 
of crowds of customers, the reverse is true. 

Other stores have discovered that the public is more 
tolerant—more discriminating—and more intelligent, 
as to the use and selection in style of footwear. People 
are willing to listen to what the merchant has to say 
about the fit and service of shoes. 

Yes indeed, a new day is here and you don’t need 
to go into a shoe store to find it—you can find it 
everywhere. Read thé newspapers—talk to men and 
women—and you will see the serious trend of political 
and economical thought—sound, simple and sane. The 
public is eager to read and to know. It wants serious 
discussions and serious problems and even approaches 
the purchase of shoes more. seriously. 

But all this is incidental to the one truth discov- 
ered by our field men, and that is that, the average 
merchant has learned a lesson from his speculative 
experience of last Summer, and from now on he is 
going to buy on the market and sell on the market, 
letting each week or month move the goods planned 
for that period of sale. To buy a mountain of shoes 
and put them on the shelves, has proven a snare and 
delusion. 

Some Fall shoes were bought in the high hopes 
that they would show an increase in profit and a stim- 
ulated demand. The shoes are still on the shelves, 








because the very practical public discovered that a 
type of shoe good for a short season only is not an 
economic purchase this year. Consumers did not re- 
sist the new styles but certainly good salesmanship 
was not put in back of the styles which were so perish- 
able because of the fact that they were seasoned. 

Perhaps many stores were working under the belief 
that any shoes on the shelf were good shoes to hold 
because they were bought right. The fact remains 
that the shoes did not move. Merchants asked our 
men “Shall we hold these shoes until next Fall or 
move them for what they will bring?” Invariably, 
our men said, “Move the goods at the price you can 
get for if we step into a new and better year there is 
a possibility that by next Fall new styles will be so 
conspicuously different from the old that these shoes 
will be twice valueless.” Then again, there is the fac- 
tor of operating a store on a little capital and little 
reserves, and the need for ready money as never 
before. 

The smaller stores were perhaps more fortunate in 
this amazing six months of the new merchandising 
deal. Even though these stores might have wanted to 
stock up to the roof with new shoes, their credit and 
cash prevented it. They were safeguarded from ex- 
cesses by inability to get big shipments. These small 
stores learned the philosophy early—“Buy as you sell 
—operate on the market—price your goods the same 
way.” Shoes have never been a safe speculation so 
why risk the old load of stock. But other organiza- 
tions, sensing the commodity rise in labor bought to 
excess and are now “out of the market” until they 
have sold down to a fair carrying stock. 

But all stores have learned in this ne wday of the 
wiser customer “putting service before profit.” These 
stores realize that without a regular daily profit busi- 
ness cannot succeed and there is nothing apparently 
wrong about making as much profit as the traffic will 
allow. But well-conducted business enterprises 

[TURN TO PAGE 55, PLEASE] 
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A SIGN OF 


B ECONOMY. 


TO MILLIONS 


101 ,049,662 advertisements this 


year in The Saturday Evening Post, Collier’s and 






Liberty have made the Goodyear Wingfoot 
trade mark America’s guide to shoe economy. 


Week in and week out, month after month, this 


big advertising campaign has been educating 

millions to the fact that “no sole ever built 

can outwear a Goodyear Wingfoot Sole’ — WI N G F 0 0 F 
a fact that these soles have quickly confirmed 

in use! S 0 L E S 


Today, when thrift means so much to so many AN D 


people, no sole has so great a reputation for 


economical long wear—for saving money! Isn’t ~ fa be LS 


that the best of reasons for featuring shoes with 
Goodyear Wingfoot Soles in 1934? IR 















When writing advertisers please mention Boot and Shoe Recorder 
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WINTER 





























The Winter sport vogue is growing and it affords an opportunity for the shoe store to pick up extra profits by 
promoting specialty shoes for skiing, skating and tobogganing. Here’s an effective window background using a figure 





SHOES 












































outlined in bold silhouette in black, red or green painted wallboard, with hills covered with cotton and sprinkled with 
diamond dust to resemble snow. Shoes may be shown on the slanting surfaces of the snow clad hills. The sky in the 
background is light blue and letters may be in black or color. An appropriate background for an overshoe window. 


Feature Winter Sport Shoes 


in December 


Window Displays 


An early Winter gives promise 
of a big season for Winter sports. Snow and cold 
weather, sweeping over a wide part of the northern 
section of the country in November, served to arouse 
an early interest in skiing, skating, tobogganing and 
Winter recreation of all sorts. Shoe stores should 
lose no time in taking advantage of the opportunity 
thus tossed in their lap by Mother Nature to sell extra 
pairs of Winter sports footwear. They should per- 


fect plans at once and be prepared to greet the next 
snowfall with a striking window promotion of Winter 
sports shoes and accessories. 

The Winter sports idea has been taking an increas- 
ing hold of the American people for several seasons 
past, in sections of the country that are favorably 
situated for these activities. 


The movies and the 





Increasing Popularity of Skiing, 
Snowshoeing and Tobogganing 
Spells Opportunity for Shoe Stores 


radio, through their exploitation of skiing and Winter 
sports contests, broadcasting of hockey games, etc., 
have played their part in this development, with the 
result that these forms of recreation, always popular 
in Quebec and the other Canadian provinces, have 
been popularized through New England, the Adiron- 
dack resorts and many of the states of the Northeast, 
the mid-West and the Pacific Northwest. The de- 
velopment is in line with the growing interest in all 
sorts of outdoor sports and forms of recreation which 
is such a noteworthy feature of: present-day American 
life. The increased leisure which is coming about 
through shortened hours of labor will tend to give it 
further impetus. 

New sports activities usually have their beginnings 
among the more well-to-do classes, who have the time 
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This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side. 
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GET THE EAR OF 
YOUR CUSTOMER 
WITH A HELPFUL 
SUGGESTION — 


It is impossible to tell how many millions were 
made in sales this year by business interests, be- 
cause of helpful suggestions. The power of sugges- 
tion is so great, the imagination may be given wide 
latitude when making estimates. Particularly 
strong points about shoes can be emphasized and 
so presented to customers, they will gladly pay the 
price to gain possession. 


KISTLER BENCH BRAND 
SOLE LEATHER 


is a particularly strong point of dress, sport and 
heavy duty shoes. It has a firm fibre, tempers 
readily, dries out evenly and holds its light color. 
It channels, stitches, levels and finishes—perfectly. 
To suggest how well adapted to all weather and all 
wear this leather is, will induce business to come 
your way. Don’t pay the penalty of poor sole 
leather. 





Write us for the names of shoe manufacturers making shoes that 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 


LEATHER COMPANY 


FOUNDED 154 


BOSTON:MASS: 
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OH BOY [ 
WHAT JOY 


SHOES THAT 
REALLY FIT 





Here is a window adaptation of the popular cartoon style of advertising, now so much in vogue. The ballooned message issuing from the 

mouth of the cartoon character can be used for any appropriate sales talk. The box border gives a decorative frame for the background 

illustration and the lower part of the border serves as a step on which to display a row of shoes. Any poster artist can work it out on 
wallboard at a moderate expense. 


and money to indulge in them, and then spread to the 
general population who follow and imitate the doings 
of society. Certain stores in the big cities, specializ- 
ing in sports apparel and footwear, have for several 
years enjoyed an excellent business in Winter sports 
shoes, including ski boots, shoes for snowshoeing, hik- 
ing and hunting, as well as skating footwear. The 
people who first bought these specialties were the 
people who could afford to visit Lake Placid or some 
other fashionable resort for a Winter vacation. More 
recently the interest has been growing, with a con- 
sequent expanding of the market. Now the time 
seems opportune for the individual shoe store that is 
geared to go after this business, to begin to develop 
the sort of promotion and advertising that will identify 
it in the customer’s mind as a headquarters for this 
sort of footwear. 


Elie are_quite a number of 
shoe stores that sell, not only the shoes designed for 
skiing, snowshoeing and other outdoor sports, but like- 
wise the apparel necessary to complete the costume, 
heavy woolen hosiery, sweaters, caps, snow suits, etc. 
Not only is this apparel extra profit merchandise that 
can be developed as a Winter sideline; it also plays 





an important part in the actual selling of the footwear 
itself, for those who indulge in these various forms of 
recreation are more than likely to buy a complete 
costume at the same time and at the same store. 
Unless the shoe store is equipped to supply the en- 
semble, there is more than a possibility that the cus- 
tomer will go to a sporting goods or department store, 
where the entire outfit can be provided together. 
Outdoor sports footwear for Winter lends itself 
admirably to attractive window displays, with striking 
action backgrounds. A suggestion along this line is 
conveyed in one of the accompanying illustrations. 
Winter sports apparel is usually bright and colorful 
and the window display should be planned with this 
fact in mind. If there is a hockey team or a Winter 
sports tournament in your town, these activities can 
he tied into your displays to give a local interest. 
Winter sports interest reaches its peak in many 
communities in the Christmas vacation week, when 
young folks are home from school and college and 
free to indulge in pastimes of this sort. So it’s an 
excellent idea to have a sports window all ready to 
put in the Tuesday after Christmas if the weather is 
favorable and to come out with a striking advertise- 
ment in the newspapers on the same day. In this 
[TURN TO PAGE 56, PLEASE] 
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earn How To Make A 


ROFIT 


Operating Under Two Codes 


BUYING .. . . Shoes must be bought and styled cor- 
rectly in 1934. 


They must have customer acceptance. Values must equal 
or surpass those of your competitors. 


OL, 
SS 
= 


TMP 
SNS 


To buy with confidence it is necessary to compare many 
lines, appraise many values, analyze numerous styles and 
select wisely the buying sources which provide a profit. 


<<< 


~~ 


Visit this master market where 400 lines of leading manu- 
facturers from every important shoe center will display. 


IT COSTS SO LITTLE TO SEE SO MANY LINES 


LLEL 


SELLING ... Every shoe man must be prepared in 
1934 to organize his store operations to produce profit. Under 
the NRA retail code many problems will confront him. Indi- 
vidually many difficulties remain an obstacle to successful 
planning—collectively the solution becomes simple. 


Shoe men everywhere are asked to join this great National 
Congress of Shoe Merchants and Manufacturers—the leader- 
ship of the trade—the finest representatives of the industry. 


y 
y | 


Low Railroad Rates Compel You for Business Reasons 
to Be Here 


N Hotel Accommodations for Every Rate Requirement 


\, CONVENTION HEADQUARTERS 


108 STATLER HOTEL ST.LOUIS, MO. 


REZ AINNUAL CONVENTION 
__ JANUARY 7:8:9°10 


een Nj o 
( : | 


FOR THE 
BOOT AND SHOE MANUFACTURING INDUSTRY 


1954..... . 
§£LOUISN 


When writing advertisers please mention Boot and Shoe Recorder . 
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“NRA Receives Proof of Its Enormous 
Worth in Restoring Nation to Prosperity” 


GEORGE F. JOHNSON 


Chairman of the Board, Endicott-Johnson 
Corporation. 














WE DO OUR PART 

















Washington, D. C.—(Official Release )— 
Twice the minimum established for the average wage by the NRA 
is now being paid workers of Endicott-Johnson Corporation, of Endi- 
cott, N. Y., according to a report received today by NRA Adminis- 
trator Hugh S. Johnson. The business upswing for the Company, 
employing 18,000 workers, has been so signal in the past few months 
that the management has been enabled to increase wages as the profits 
rose, according to the report. 


Even more noteworthy than this extraordinary level of wage in- 
creases is the Company’s announcement that before Thanksgiving it 
will refund the $650,000 deducted from the wages for the Medical 
Department. 


“During the peak of the depression,” the report continued, “deduc- 
tions for the support of the Medical Department, common in other 
industries, where similar benefits were carried out, were delayed as 
long as possible by Endicott-Johnson Corporation even in the face of 
the world-wide slump in business. These deductions were continued 
from Dec. 1, 1932, until Sept. 5, 1933. Yet when these deductions 
were first made necessary, George F. Johnson, Chairman of the 
Board, declared that the privileges and advantages the management 
had been forced to “take away” would be “given back” as soon as 
improved business conditions warranted. 


“Now the truth of this promise comes to light in the announcement 
that the $650,000 so deducted would all be restored to the workers. 
To the community of the Endicott-Johnson workers in Endicott, 
Johnson City and Binghampton (where the Company plants are 
located) it means more than half a million dollars going back into 
circulation, for added to this sum are the wage advances amounting 
to 20 per cent, or about $4,000,000 in total payments. The manage- 
ment itself feels that the NRA program here receives proof of its 
enormous worth in restoring the nation to prosperity.” 
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1¢35) One of the new FOOT GUIDE 
styles in the Uptown line for the Spring 


eee 


4 





QUALITY 


The new Spring line of Uptown Shoes For The Man About Town is a line of 
high quality footwear to sell profitably in the moderate price bracket. There is 
quality and refinement in the style, quality in the shoemaking, and quality in the 


materials used. This is a greatly improved line over last year or last season, and 


oa 


merchants who sell it will continue to be known as those who are giving the 


q finest values for the money that money can buy. 





U ptow n 
S h O Sc S FOR THE MAN ABOUT TOWN 


ROBERTS,-JOHNSONS RAND 


Branch of International Snoe Co 








ST. LOUIS, MO. 
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REASONS WHY 


ARE BUSINESS 
WE REPEAT:-- no other Rubber Heel 


offered in 


Yes, we mean it... no other rubber heel can bring you 
all the advantages offered in Firestone Imperials! These 
features are actually “built” into every rubber heel that 
carries the famous Firestone trademark. That’s due to 
one thing ... the fact that no Firestone product is ever 


FIRESTONE FOOTWEAR COMPANY 
@ Hudson @ Massachusetts 
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CUSHION 
: EASE 
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FEATHER 











Cost? 








BUILDERS FOR YO 
has all the features 


Firestone Imprrials 


placed on the market until its quality and superiority are 
sure to make it a leader in its field and keep it there! 








Don’t worry . .. Firestone Imperials cost no 


more than ordinary heels! 
Sales Office, Heel & Cement Dept.—141 Brookline Ave.—Boston, Mass. 
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1. 


LONGER WEAR. 
Special construction and 


compounding assure 20% 
more wear. 


2. 


RESILIENCY. 

New, live rubber, and 
plenty of it, provides the 
extra cushioning effect 


needed for greater walking 
comfort. 


4 

a 

LIGHT WEIGHT. 
Firestone’s special process 
produces a heel much 


lighter in weight than or- 
dinary heels. 


4. 
PERFECT TREAD. 


Scientifically designed to 
allow a perfect tread. 


nee 
od. 

SKID PROOF. 

No buttons to cause skid- 


ding. You tread on the 
entire surface of the heel. 


6. 


STYLE. 


Attractively styled to add 
prestige and extra sales 
value to your line. 





When writing advertisers please mention Boot and Shoe Recorder 








32 


Hoteproof’s contribution to Christmas 
selling is the idea of sealed hosiery. Their blue and 
silver, three-pair gift boxes are closed with three 
silver seals—one of them bearing the stamp of the 
Better Fabrics Testing Bureau. This sealing device 
serves two purposes—it sets the merchandise apart as 
a quality product—special—perfect—untouched ; and 
it should, in the second place, reduce the after Christ- 
mas procession of returns, by preventing pre-Christ- 
mas handling by curious and interested friends and 
relatives! Selection of shades and qualities by the 
purchaser, in this case, is made from other unsealed 
hosiery in the department. 


Mw Raalte have cleverly echoed 
in their “checkers” gift box (illustrated in the photo- 
graph) the detail of one of their fancy welt numbers. 
This stocking, with its lacy, checkerboard squares, 
grew so rapidly in popularity (due both to its attrac- 
tiveness and appearance and also to its flexibility) 
that it was decided to emphasize it for holiday selling. 
The box, in highly glazed paper, with a design of 
black checkers, is one of the most attractive Christmas 
packings we have seen. It has that rare combination 
of a modern look with a gay, Christmasy appeal! 

The other stocking in the picture also features a 
fancy welt number packed in the regular Van Raalte 
box. 





Lovely, gossamer stockings, says 
Julius Kayser, make up the bulk of Christmas busi- 
ness. But don’t forget, they remind us, that mothers 
and aunts, grandmothers and great-aunts, still like 
their stockings good and substantial! And so they 
are featuring, for the Christmas trade, a stocking en- 
tirely different from the usual service weight—a 
stocking with lots of silk, lots of quality, and in its 
way, with plenty of beauty! It’s a 12-thread number, 
fine for all its weight, because it has an extremely 
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Three More Weeks 


high twist. Made with a silk plated foot, it also 
features their Fit-All Top—a Kayser patent, which 
was a pioneer in flexible welt hose. 

The importance of the flexible top—so general in 
the hosiery market today—can’t be overemphasized 
in gift hosiery, for either the heavier woman or the 
active woman. It is elastic enough to conform to the 
slim leg or to a standing posture—and yet stretches 
for a heavier thigh, or to follow the flexing of mus- 
cles in motion. The result of this lessening of strain 
can be felt all through the stocking—at the knee—at 
the calf—even in the ankle. 
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An exceptionally tricky and 
attractive package for single pairs of their ultra fine 
quality stockings has been devised by Propper-Mc- 
Callum Hosiery Co., Inc., and provides a holiday 
package that will thrill the heart of any girl on Christ- 
mas morning. This company is featuring a new elastic 
top with extra strong welt in service weight and sheer, 
which is expected to prove one of the best sellers in 
its line for the gift season. And the company looks 
forward to a very gratifying volume of Christmas 
trade. 


Vanity Fair have recently released 
for display in stores a film featuring their Knee-last 
stockings—a flexible welt with lastex. The picture, 
showing a model in all kinds of poses, wearing one 
regular stocking and one flexible type—brings home 
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For Holiday Hosiery Selling 
By RUTH HARRINGTON 


forcibly the strain that a day’s activities puts upon 
a stocking. 

In the Vanity Fair showroom we noticed a little 
idea which is effective in the gift promotion of flexible 
knee stockings. They have made a display showing 
their Kneelast stockings drawn over their boxes. 
This is quite a stretch for a stocking! Try and do 
it with ordinary hose. But a flexible welt can do the 
trick gracefully—and in this simple way the feature 
of flexibility can be emphasized for the Christmas 
customer. 





F lexibility in the foot is 
the feature of a stocking recently introduced by the 
Hanes Mills, and the invention of Oscar Nebel. Pro- 
moted as the “stocking that fits all feet”—wide, nar- 
row—plump, thin—is knitted by a new process that 
gives an amazing amount of give in both width and 
length. 

Such a stocking, of course, is specially suitable for 
gift promotion where a customer’s uncertainty about 
size is always a factor. While the regular sizes are 
carried in this stocking, considerable latitude of choice 
is possible. A woman who wears a 9% normally 
could easily be fitted in a 9, or even in a 10. This 
whole idea of elasticity in the stocking of 1933-1934 
is an excellent keynote for this year’s Christmas 
business. 






Pp hoenix Hosiery suggests a clever 
promotional idea for cruise business, easily and effec- 
tively merchandised at the Christmas season. They 
offer two new Southern shades. Just two. (And two 
is plenty.) They call them “Port” and “Starboard.” 
One is a healthy, suntan shade for sports clothes and 
sunlight. The other a more subtle tone for wear with 
more formal clothes and more delicate colors. 

With Mid-Winter travel assuming its present pro- 
portions, every fashion-minded store needs some 
cruise stockings in its holiday plan. And this Phoenix 
idea lends itself beautifully to a two pair, four pair, 
or six pair gift promotion. 
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A striking Fall hosiery window by French, Shriner & Urner, New York. Emphasizing new designs, appropriate for the season, is an important 
aid in stimulating an increased sales volume, according to Mr. Boyle. 


Dividends in Men's Hose 


Should Sell Second Only to Shoes in the Men's Store, and It's 
Mainly a Question of Proper Display, Salesmanship and Promotion 


By GEORGE G. BOYLE 


Manager, French, Shriner & Urner Madison Avenue Store 
New York City 


As a salesman on the floor, 
selling hose was always more or less a hobby with 
me. I enjoyed talking hose, selling a good number, 
and impressing customers with the styles and patterns, 
And it has been our aim to arouse our salesmen’s 
interest in the same way. In our store hosiery sells 
second only to shoes. 

Of course we keep prominently in our minds the 
fact that we are here to sell men’s shoes. This is the 
first consideration. However, I feel that hosiery is 
surely second in importance, and that the shoe retailer 
would do well to give this item more than a little 
attention. 

One of the prime factors in the success of hosiery 
volume, is the position of the hosiery department. 
We have found that keeping hosiery in a position 
where people may readily see the merchandise and are 
reminded of the necessity or advisability of purchas- 
ing hose, is the biggest sales booster a store can have. 

In our Madison Avenue store, chairs on which the 
customers are seated to be fitted for shoes face the 
entire hosiery display and the colorful piles of hosiery 





are the first thing that strikes the customer’s eye. 
The hosiery is so slacked that the clocks and patterns 
are readily discernible. Customers raise their eyes 
between fittings and the hosiery is in their line of 
vision. Waiting for their package they again see 
hosiery—-and when walking towards the door they 
walk towards the hosiery display. Much of our busi- 
ness is the result of the suggestion which the mer- 
chandise has upon the customer while buying his 
shoes here. Our displays add color to the store— 
and cheer, too. We do not need other ornamentation 
when we have the brightly colored hose in full display. 
Any retailer who keeps his hose in such a manner 
as to cause the sizes to get mixed, is always in “hot 
water” and is sure to get a number of complaints. 
We keep our hose in size sections regardless of color 
or style. That is how much importance we attach to 
hose size. We feel assured that there is no mistake 
made in the sale of a pair of hose to a customer. 
Keeping a large section devoted entirely to one 
size hose has been a real imipetus to sales. We escort 
a customer to our hosiery display and say, “All the 
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hosiery in this section is your size.” At first he seems 
bewildered, there are so many attractive shades and 
styles, but he is grateful for the freedom of selection. 
It is not often that he is at such an advantage in pur- 
chasing hose. There is ordinarily the difficulty of 
description, of explanation, of searching through 
many boxes, etc., before the selection is made. In 
our store there is not even the usual asking for size 
and style and naming of price. The number of socks 
purchased usually reflects his pleasure. 

Without moving an inch from the hosiery display 
on either side of the door, the salesman is able to show 
the customer every type of hosiery in the store. Any 
man is pleased at so large a variety of styles and 
patterns and having to expend a minimum amount of 
time and energy in reaching a decision. In this way, 
too, a man is able to determine at a glance all the stock 
we have in the store and to make an advantageous 
choice. 


W. carry an assortment of 
fancy hosiery in size 12 as we find a definite call for 
this size. In Winter, size 12 is a better seller than 
size 10 and therefore Winter stock should run more 
heavily on 12s than 10s. In Summer it is safe to carry 
more 10s. Ninety per cent of our stock is fancy hose. 
During golf season we make special showings in golf 
hosiery. 

We believe very thoroughly in stocking a full line. 
We never run out of sizes, therefore never answer, 
“IT am sorry Sir, we do not have your size.’ That 1s 
a bad thing for any kind of business, and in a shop 
like ours is certainly not conducive to further patron- 
age. Therefore we make certain that we are fully 
supplied with a complete range of sizes. Also we are 
sure of having all the various types of hosiery 
necessary. 

We are anxious to be a little ahead of the others, 
so we stock up in advance of the coming season. In 
the Fall, we display Fall merchandise more than three 
weeks in advance. In the Spring, the bright and light 
colored hose appear in our windows with appropriate 
backgrounds at a time when we may be considered 
as heralding the approach of the coming season. 

In the matter of displays, we are always careful 
to have seasonal backgrounds. These serve to make 
people mindful of the coming season and to prepare 
for it. 


I believe in frequent changes in a window display. 
I believe in unusual displays, and I believe in tying 
up windows with the current events of the community. 
Since it is a man’s store, we follow closely the sports 
and athletic activities of the men and reflect the sport 
season in our window displays. This method, we have 
found, attracts more customers to the window than 
anything else. This year, besides football, we played 















HOW 10 SELL MORE HOSIERY 


Keep hosiery constantly in view of the customer. 
Feature it in windows and display it prominently within 
the store. Put the hosiery department in a location 
where it cannot fail to attract the attention of cus- 
tomers. 

Don’t get your sizes mixed, for this leads to errors 
and complaints. Keep your stock in size sections, re- 
gardless of color or style. This method is also an aid in 
selling, for it is possible for the salesman to say to the 
customer: “All of the hosiery in this section is your 
size.” 

Watch size 10 in Summer and size 12 in Winter. 
These are popular sizes in men’s hosiery, but in Winter, 
size 12 tends to outsell all others. In Summer it is safe 
to carry more 10s. This rule is based on New York de- 
mand and may be subject to local variations. 

Always make sure to stock a full line. Never permit 
yourself to run out of sizes so that you will be obliged 
to say, “I’m sorry, sir, we do not have your size.” Also, 
be sure you have all the various types of hosiery neces- 
sary to satisfy the requirements of your trade. 

If you want to be ahead of the others and have your 
store recognized as a headquarters for hosiery, stock up 
in advance and show the new season’s merchandise 
early—say three weeks ahead of the season. 

Educate men to think of hosiery in terms of season, 
thereby stimulating pair sales. Use seasonal backgrounds 
in window displays. Change your windows often. Build 
window displays around sport activities, which create a 
demand for special types of sport hose. 

Emphasize the important role that hosiery plays in 
correct dress and tactfully stress in all your publicity 
the importance of a well dressed appearance. 











on the hockey theme due to the increased interest 
shown in this sport, and advertised in our windows 
the free distribution of hockey schedules. 

Sometimes magazines furnish a good suggestion 
for a novel window display. A two page layout in a 
ieading fashion magazine furnished me with one of 
the most successful and attractive displays I ever had. 
The two page magazine layout was displayed in the 
background of the window. Hosiery was put in the 
foreground with the proper hose marked for the 
proper occasion, etc. Men of all types, including 
many college boys and even women, stopped to admire 
the window and not a few stepped into the store. 
Since that stunt I have been a careful reader of the 
fashion magazines and consider doing so a most fruit- 
ful effort for business enterprise. 


We never let slip an opportunity of driving home 
to men the importance of being well and properly 
dressed. Men are becoming more and more edu- 
cated to the wearing of correct clothing, and we are 
eager to do all we can to bring about style con- 
sciousness on their part. We have found men very 
susceptible to such education, provided it is done 
tactfully. 
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BUY in tHe NEW 





The Pedicharm Shoe ae 


for women 


FASHIONABLE—CORRECTIVE 
AAA - EEE 


IN STOCK 


A Large Assortment of 
Beautiful and Latest Pat- 
terns in Diversified ff 

thers 


TO RETAIL AT $4q ann $5 


LAZARUS FRIED & SONS, INC. 
118-120 Duane St. New York City 
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Now is the Time to BUY 
and SELL Shoes 


Between the brisk promotion of Fall and Winter Footwear 
and the introduction of the new Spring lines there is always 
a seasonal lull in the retail shoe business. 


However, smart merchants are turning this off season into 
a profitable one, by promoting new ideas in fast selling and 
popular priced footwear. 

The houses in the New York Wholesale Shoe Market have 


many of these fast-selling new ideas in stock. Make this 
season profitable—BUY in the New York Market. 





OPERAS—IN-STOCK 
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4 er a BABY AND HIGH HEELS 
iy * 
eo 
%, & 
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S IN-STOCK S 


YOUR HOLIDAY NEEDS 
M CAN BE FILLED IMMEDIATELY 
ON 


WOMEN’S FAST-SELLING 


H 
A NOVELTY SHOES O 
E 


131 Duane St. New York, N. Y. 


HOW TO REACH THE NEW YORK SHOE MARKET 








|_ TIMES. SC 
SIND STREET 





We hope you will 
consider this acordial 
invitation to call on 
any of the market 
establishments. The 3 
market is very easily 
reached from any 
part of New York STATI 
From Times Square 

or Pennsylvania Sta- 


PENNSYLVANIA 
way-Seventh Avenue x 
. . + S 
Chambers Street. 14 


tion, take the Broad- 

I. R. T. express to a 

From Grand Central = \ 
N 





STATION 




















Station take the Lex- 
ington Avenue ex- 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
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way express to SANA 
Chambers Street A \ \ at 
Station. The great ine 






wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 


GREAT 


SHOE 
MARKET 














Ladies’ Novelty Footwear S 





OUR ONE BEST BE 


coM po c wirns 


$1.75 
3050—BLACK PATENT 
3051—BLACK CALF 
3052—BLACK CALF CONTBENTAL 
3053—BROWN KID 
3054—BLUE KID 
3055—BLACK AND WHITE RING LIZARD 


3056—SAME AS 3055 CONTINENTAL 
“Our line will be on exhibition at the Hotel Edison, New York City, Dee. 5, 6, 7 and 8.”’ 


B. FRIEDMAN SHOE CO. 
109 READE ST. NEW YORK CITY, N. Y. 





3053 











AN APOLOGY 
AND A CORRECTION 


We regret the inadvertent use of the name 
“MANDRUCCA” in describing a shoe advertised 
at $1.35 by us in a recent issue of the Boot and 
Shoe Recorder. These shoes are not made of 
“MANDRUCCA” calf, which is the exclusive 
trade marked leather of R. Neumann & Com- 
pany, Hoboken, New Jersey. 


J. WEISS SHOE CO., INC. 


Women’s Novelty Shoes 
137 DUANE ST. NEW YORK, N. Y. 
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PROFITABLE News 


for the 
WIDE AWAKE SHOE MERCHANT 


The Crossett Shoe 
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NO. 800! 
BLACK CALF OXFORD 
FAVORITE LAST 





NO. 8002 
SAME IN TAN 
AteoE 


THE CROSSETT SHOES 


CAN NOW BE HAD 


IN-STOCK 


FROM AA TO EEE 
TO RETAIL AT 
e 


*4 ano *5 
KID-CALF AND KANGAROO 
HIGH AND LOW SHOES 
More than 60 Styles In-Stock 





Fee ae 





WRITE FOR AGENCIES IN YOUR TERRITORY 


the L.&S. SHOE CO. , inc. 


144 DUANE ST., NEW YORK CITY 











- MORRIS SHOE CO. ine. 143 duane st., New York 
< 


} 4 
No. 1301—Same in 16/8 Cont. Heel No. 1300 








K MARKET 





es TIPS 


DR. HAFER GRADE — SOLID 
LEATHER — GENUINE GOOD- 
YEAR WELT. SHARKSKIN 
TIPS 

e 






81% - 
SAME IN 12%-2..:. 1.85 
ALSO Aw TOES IN BLACK, BROWN AND PATENT 
SIZES 6%-8S—81.35; 84%-12—81.60; 121%4-2—81.8 
OXFORDS AND HIGH SHOES ON THE ABOVE ~ 
THE MOST COMPLETE IN-STOCK LINE OF JUVENILE SHOES IN NEW YORK 





gy < be e IN-STOCK | 
' Ladies’ Felt Everett 
etcte turnover collar, 
leather sole, rubber heel. 
Colors—Oxford Gray, Sap- 
vhire Blue, Brown. Sizes 









No. 0135 ™ Price $0.90. 








9—Men’s turnover collar 
felt moccasin, cushion 
chrome leather sole. 
Sizes 7-11. Color— 


ce $0.75 

BLOG SHOE CO. 

147 Duane St. 
N. ¥. C. 





SAKS LEADS THE WAY AGAIN 


GENUINE RING eee 
IN-STOCK 
AAA-C $4.50 


No. 1300—Genuine be Ring Lizard 
Blucher Oxford — a 
Silk Kid Trim—Med. 
20/8 Spanish Heel — Litthe- 
way Process. 


WE ALSO CARRY SAME IN PUMPS, T STRAPS AND STEP-INS 


152 DUANE STREET 
M. J. SAKS SHOE CORP. NEW YORK CITY d 





The CROSSETT 


Shoe 


ANOTHER FEATURE 
~ OF THE IN-STOCK 
mi CROSSETT LINE IS 
“3 THE SUPPLE TREAD 
OXFORD IN BLACK 
KID. 
WIDTHS A TOE 





60 STYLES IN STOCK 





WRITE FOR AGENCIES IN 
YOUR TERRITORY 


144 DUANE ST. 
THE L &@S SHOE CO. INC. xew YORK, N. Y. 
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STANDON... 


A sure-fire, large volume and profit get- 
ter for 1934! The STANDON startling 


new tennis shoe construction. 

Here it is! A tennis shoe with a genuine id fn 1 ’ q I 
leather ventilated insole that reduces 

sweating and smelling and prevents \ 
burning feet. Eliminates perspiration T ~ Ni me 
and excess odors. Makes shoes cooler, : ~ | 
holds shape better, wears longer, molds 

readily to form of foot. Can’t shift, curl 

up or get lumpy because it’s stitched into 

position by a patented construction W | T ~ 

owned exclusively by Endicott- Johnson, 

and impossible to imitate. Now im- | fj [ 

proved by a new added feature — 0 pT arg fa 


_ VENTILATED—by perforating that 
helps the sole “breathe.” Wi t n 


Nothing Takes 
Good Leather 


A fi H \ ) 
No. 5012—White upper. ~~~ ~ Ne. 5008—Biack upper. 4 
Natural crepe sole and Grey sole and outside fox- f 
foxing. ing. Red inside foxing. § 
Men’s 6% —11, $1.00. Boys’ Men’s 64—11, 85¢. Boys’ : 


24%—6, 93¢. Youths’ 11— 24%—6, 79¢. Youths’ 11— 


2, 86¢. 2, 73¢. BETTER SHOES FOR 
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rEATURES 


Volume 
Profits 


the Place of 
—for Insoles 


-JOHNSON 


LESS MONEY 


That isn’t all! Real eye-appeal and su- 
perb styling are combined with startling 
features. The 1934 STANDON line is 
a perfectly balanced product. Every im- 
portant part of the shoe is built with a 
strength comparable to the STANDON 
insole. Additional selling points are the 
ruggedness of the molded soles, the 
superior grade, heavy, double-stitched 
Duck uppers. STANDON is a master- 
piece of tennis shoe craftsmanship. 


Order now. Our salesmen are ready 
with samples. Forceful advertising in 
1934 will tell your customers about 
STANDON style, patented features and 
outstanding quality. 


No. 5003—Chocolate No. 5015—Suntan upper 


upper. Dark brown 
molded sole. White in- 
side foxing. 

Men’s 6%—11, 72¢. Boys’ 
2%—6, 67¢. Youths’ 11— 
2,62¢. Gents’6—10%, 57¢. 


White cut-out sole with 
green underlay. 


Men's 6%—11, $1.00. 


Boys’ 24—6,93¢. Youths’ 
11—2, 86¢. 
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Convention Visitors 


are cordially invited to our exhibits at the 


Hotel Commodore 


Rooms 825 and 829 
New York City 


Many newly designed and beautiful shoes will be 
found in our display, embodying every modern 


method of construction. 


We are also loaning to the Manufacturers Associ- 
ation the educational exhibit which shows in con- 
siderable detail the various steps in the production 
of all the different types of shoes, together with 


a large collection of footwear from all parts of the 





world and all periods. 


(Office Floor of Hotel) 


December 5, 6, 7, 8 | oy 
1933 








United Shoe Machinery Corporation 


Boston, Massachusetts 








When writing advertisers please mention Boot. and Shoe Recorder IE hx a ad pln ‘ 
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SATURDAY, DECEMBER 2, 1933 


EVERY WEEK 








DEPARTMENT STORE SALES IN OCTOBER 














WASHINGTON, D. C.— Preliminary 
figures on the value of department 
store sales show an increase from Sep- 
tember to October of somewhat less 
than the estimated seasonal amount. 
The Federal Reserve Board’s index, 
which makes allowance both for num- 
ber of business days and for usual sea- 
sonal changes, was 69 in October on 


PERCENTAGE INCREASE OR 











the basis of the 1923-1925 average as 
100, compared with 70 in September 
and 77 in August. 

In comparison with a year ago the 
value of sales for September, accord- 
cording to preliminary figures, was 
about the same. The aggregate for the 
first ten months of the year was 7 
per cent smaller than last year. 





DECREASE FROM A YEAR AGO 


January 1 Number of Number 
to Reporting of 


October* October 31* Stores Cities 
MOM Sed ies 55s te 0 —7T 466 216 
Federal reserve district: 

LCOS a eee er —2 —10 56 30 
INOW MORN eo .cc cccwcc eens mes —2 —9 54 26 
Philadelphia .............. —2 —8 35 15 
CIAVGIGNED o csictiescciiccceess +8 —3 35 14 
UT ae re +1 —7 52 23 
RUNGE ope 5os oreo: cis eas aor ces +11 —5 25 15 
CCR 0:5. e1ece- 8.06 6 eorsis ences +4 —5 57 28 
SEs PUN gece sco 6-6 6-5 oe 0s 6 0 +4 —8s 19 9 
Minneapolis ............... —7T 7 15 10 
Banana Citys... oc ccc ccccees +4 —6 24 14 
BANA eras aie aor do 0 ol 8:6 6 siiee ae +8 3 23 9 
San Francisco............. —9 —9 71 23 





*October figures preliminary; in most cities the month had the same number of 


business days this year and last year. 




















Cold Snap Quickens Trade * 


WASHINGTON, D. C.—A recent survey 
of Washington shoe stores reveals a 
noticeable pickup in business the last 
few weeks of cold weather. Suedes, 
both black and brown, have been the 
leading sellers. Merchants are making 
the most of the present popularity of 
suedes, displaying them prominently 
and advertising them extensively. 

Next in popularity, judged by the 
volume of sales, is plain kid in black 
and brown. Some dark blues are also 
selling. Many kid models have trims 
of contrasting leather, fine stitching, 
perforations or piping. 





More Cutting in Rochester 


ROCHESTER, N. Y.—Rochester district 
shoe factories showed signs of more life 
last week when several cutting rooms 
spurted activity to fill stock shelves. 
In general, however, the trade was dull, 
but with expectations high as salesmen 
took new lines. 

In the retail field increased sales were 
reported the beginning of last week, 
chiefly due to a heavy snow and sleet 
storm. The spurt also brought new 
business to the cheaper line stores, 
which have not been doing to well as 
the quality shops in proportion to their 
number. 








The slipper factories were the busiest 
in the district last week, with the 
Dansville plant of the Blum Shoe Man- 
ufacturing Company putting out be- 
tween 5000 and 6000 pairs daily. The 
Dolgeville slipper plants also were re- 
ported active. 

E. P. Reed & Company, one of the 
biggest plants in Rochester, was run- 
ning slightly in advance of most of the 
bigger plants last week, although the 
W. B. Coon Company, C. P. Ford Com- 
pany, Sherwood Shoe Company and 
others that have made history by their 
record-breaking production of last sum- 
mer were preparing for a heavy run 
and keeping fairly active. 

Juvenile plants were running about 
as the women’s factories. 





Gets Government Order 


PoRTSMOUTH, O.—The Excelsior Shoe 
Co. has received an order for 54,000 
pairs of 12-inch logging boots from 
the U. S. Quartermaster’s office in 
Philadelphia. The company will start 
on the order about Nov. 20 and rush it 
through within two months. 





BROWN REPORTS 
SUCCESSFUL YEAR 


John A. Bush, president of Brown Shoe Com- 
pany, Inc., reports, “for the fiscal year ended 
Oct. 31, 1933, net profit after taxes of $1,436,- 
844.45 showing earnings on the common stock 
after preferred dividends of $4.89 per share. 

“Book value of the common stock after de- 
ducting the preferred stock at par, with good 
will, lasts, etc., figured at $1, shows $49.81 per 
share. 

“Sales volume increased over the previous 
year approximately $2,750,000. 

“While inventories of raw materials are high- 
er, finished merchandise is in smaller volume 
than a year ago. 

“The company’s product consists of popular 
priced footwear, neither in the very low nor the 
very high cost fields, and there is no surplus of 
such footwear, if properly styled, on the market 
at the present time.” 
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Sold Shoes to Five Generations 


LOUISVILLE, Ky. — Michael’s Shoe 
Store, on Market Street, has been a 
Louisville institution for more than 
fifty years and has customers of the 
fifth generation who have bought their 
shoes here and find it quite unthink- 
able to go anywhere else. 

This business has been built literally 
on the quality of the shoes sold and 
the service given—a catch phrase that 
has been lived up to all these fifty years 
and more. For Mr. Michael will not 
carry any but a good quality, well fit- 
ting shoe. He thinks such a policy more 
profitable for him as well as more sat- 
isfactory to the customer. So he sticks 
to good quality, conservative footwear, 
leaving the novelty type to those stores 
which specialize in catering to the young 
girl trade. Mr. Michael caters to the 
mothers and their children, their 
fathers and brothers. 


Shoe Business More Fun 
Than His Fortune 


Detroit—Stuart J. Rackham, head of 
Rackham’s Inc., an ultra modern shoe 
store in Detroit, featuring Cantilever 
shoes, has fallen heir to a $191,000 for- 
tune from the estate of an uncle. 

To many, perhaps, this would mean 
a radical alteration in their way of 
living. But not so to Shoe Man Rack- 
ham. 

“I suppose,” he says, “that I could 
sit back comfortably and do nothing 
for the rest of my life. Shucks, I’d 
be a fish. This will give me an op- 
portunity to do the things I’ve always 
wanted to do in the shoe business.” 

A three column news story featuring 
Mr. Rackham’s good fortune and his 
philosophy of life and shoes appeared 
in the Detroit News recently. 





With Alexander 44 Years 


WHEELING, W. VA—Joseph D. Kase 
celebrated the forty-fourth anniversary 
of his connection with Alexander & Co. 
on November 23. It was on that date 
in 1889 that Joe Kase came to work for 
Seton Alexander. His first job was 
that of a stock boy, yet he managed to 
sell a pair of shoes. Now that he has 
risen to the position of buyer and has 
a partnership in the firm, he still sells 
shoes. And it is very seldom that any 
man on the floor equals his daily sales 
record. 





Double-Barreled Promotion 


WoonsockET, R. I.—Getting special, 
new and regular business is accom- 
plished at Morse’s Shoe Store, Woon- 
socket, R. I., by advertising the special 
features each Friday in the local news- 
paper and by displaying regular stock 
in their large front windows. Both 
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SHOE MODELS IN WINDOW 





E. R. West, of the Boston Shoe Store, Providence, R. |., successfully conducted a 

window demonstration in which he had girls to model Red Cross Shoes. Six fashion 

mannikins, working in shifts of two for each period, displayed the shoes on a window 

runway. The illustration shows five models and an enlargement of a full page news- 
paper ad which prefaced the demonstration. 





special and regular merchandise is 
shown inside the store. 

M. Glass, buyer and manager, be- 
lieves that this method brings both 
classes of trade more than when spe- 
cials are shown in the windows. Mr. 
Glass uses considerable newspaper 
space, limiting this to approximately 
two by five-inch space when business 
is slow. Results from the latter, he re- 
ports, are encouraging and bring a 
good Saturday business. 


Edward DeRoche Made Manager 


WooNSOCKET, R. I.—Edward De- 
Roche has been made manager of Mc- 
Carthy’s department store shoe depart- 
ment, succeeding M. Bertram, former 
manager, who is associated in the same 
field in Bridgeport, Conn. Mr. De- 
Roche has been with the department 
for five years, having previously been 
connected with the Martin Shoe Co., 
formerly of this city, for many years. 

In addition to the upper floor depart- 
ment, the firm has recently opened a 
new basement shoe department, fea- 
turing shoes at $1 and $1.98. 








Shoe Man on Retail Council 


JAMESTOWN, N. Y.—Albin Brostrom 
represents the retail shoe dealers of 
Jamestown, Celeron, Lakewood and 
Falconer in the new Jamestown NRA 
Retail Trade Council, organized for the 
purpose of handling complaints of al- 
leged unfair business practices and the 
regulation of retail trade under the 
NRA master retail code. David Mar- 
cus, retail drygoods and hosiery, was 
elected chairman of the group which 
includes in its membership representa- 
tives of various lines of retail trade in 
the Chautauqua Lake area. 


To Manage Foot Health Store 


WORCESTER, Mass. — Frank E. 
O’Donoghue, for over 20 years manager 
and buyer of John C. McInnes Co. shoe 
department, is now associated with his 
brother in the management of the store 
of Foot Health Headquarters, Inc., at 
19 Pearl Street. This store is exclusive 
agent in Worcester for the Cantilever, 
Ground Gripper, Dr. Kahler and Physi- 
cal Culture lines. 





First Prize for Selby Horse 


PORTSMOUTH, O.—Roger A. Selby, 
president of the Selby Shoe Co., won 
a $1000 prize at the recent Madison 
Square Horse Show by showing his 
stallion King Genius. He took first 
prize in the five-gaited class. Previous- 
ly the horse had won honors in other 
am particularly the National Horse 

ow. 





G. |. Bruner Back in Denver 


DENVER, CoLo.—G. I. Bruner, who 
for several years was manager of the 
Lewis Dry Goods Shoe Department, has 
returned from a summer’s sojourn on 
the Pacific Coast and is now connected 
with the women’s shoe department of 
the Denver Dry Goods Co. 


L. M. Doty’s Son 
Undergoes Operation 


PoRTSMOUTH, O.—Lucien M. Doty, 
sales manager of the Selby Shoe Co., 
was called to Louisville, Ky., to visit 
his son in a hospital there, where he 
underwent an operation for appen- 
dicitis. Young Doty is a student at the 
Kentucky Military Institute. 
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a 4 STAR HOTEL 
in NEW YORK 
gate J & convenient roan 


1 block from Times Square. 3 blocks to Fifth 
Avenue. 8 minutes to Wall Street. Under- 
ground passageway to all subway lines. 







ic THREE FINE RESTAURANTS 
iS TO CHOOSE FROM 
The coffee room for very quick service, the 


tavern grill for atmosphere, and the main 
restaurant for dining and dancing. 





SIXTY-NINE FINE THEATRES 
WITHIN SIX BLOCKS 

You can avoid traffic congestion and save 
taxi fare by walking to any of these theatres. 
4 short blocks to Madison Square Garden. 


HIGH ABOVE THE NOISY 
CLATTER OF THE STREET 
Our 32 stories of fresh air and sunshine as- 
sure you quiet rest. 1400 large rooms—each 
with bath (t2b and shower) servidor and radio. - 


SINGLE... from $2.50 DOUBLE... from $3.50 
Breakfast from 30c Luncheon from 65c Dinner from 85c 


i ! 7 Send for booklet C Me; 


JOHN T. WEST 


acted 44TH TO 45TH STS. AT 8TH AVE. - NEW YORK 


ice aaggiaarAZ. 
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WHERE TO BUY 
Men’s Shoes 




















| HIGHEST GRADE ONLY 


The 


Olds noe“ SHOE 


MEN’S FINE SHOES 
OLD COLONY SHOE CO. ROCKTON 


NEW YORK 
Marbridge Bidg. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, Presiden: 
Syracuse, N. Y. 











BOSTON 
. 10 High St. 
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WHERE TO BUY 
Dancing Shoes and Taps 








TAP SLIPPERS 


bet + ~ Taps 
ne ae 1.65 

Black Kid Ribbon tie 
1.70 


One strap 1.85 
Patent 
Leather Ribbon tie 


BROOKS SHOE MFG. Co. 
Swanson & Ritner Sts. 
Philadelphia 











OO Oe eS 


WHERE TO BUY 
W ork Shoes 


6 te Oe eee rere 








James W. Meloon Dies 


BostoN—A host of friends in the 
United States, Mexico and South Amer- 
ica will learn with sincere regret of the 
passing of James W. Meloon, who died 
at his home in Wellesley Hills, Mass., 
Wednesday morning, November 22, 
after a lingering illness. 

“Billy” Meloon, as he was everywhere 
known, was born in Portsmouth, N. H., 
in 1864, the son of James D. and 
Rebecca Perry Meloon. As a young man 
he moved to Brockton, Mass., and was 
early associated with the Campbell- 





JAMES W. MELOON 


Bosworth Company. For a time he was 
in the employ of the Chase Lasting 
Company, very largely in connection 
with the work of his company at the 
factory of the George E. Keith Com- 
pany at Campello. 

Later he became associated with the 
Rockingham Machinery Company, espe- 
cially with that division which had to 
do with the Fowler Turn Shoe Sewing 
Machine. The Rockingham ,Machinery 
Company was among the organizations 
which formed the United Shoe Ma- 
chinery Company. 

In his early association with United 
Shoe he was located at the Haverhill 
Office but soon was sent to Mexico and 
resided for a number of years at the 
American Club in Mexico City and was 
widely known among those having to 
do with shoe production in Mexico. 

Later he traveled in all of the dif- 
ferent countries of South America 
where he will be remembered by a large 
circle of acquaintances and business 
friends. 

In 1913 he returned to the United 
States to take charge of the United 
Shoe Repairing Machine Company. He 
became vice-president and managing di- 
rector of the corporation and continued 
in this capacity until failing health 
compelled him to relinquish the duties 
of that office. The shoe industry has 
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produced few men so widely known and 
so generally esteemed. 

In 1906 Mr. Meloon married Mrs. 
Maud Brewer Tower and is survived by 
his wife; a daughter, Miss Helen 
Brewer Meloon, a junior at Barnard 
College in New York City; John B. 
Tower, son of Mrs. Meloon by a former 
marriage, who is now in Guatemala; 
and two sisters, Mrs. L. R. Pepper and 
Mrs. W. T. Yeaton, both of Somerville. 

Funeral services will be held on Fri- 
day afternoon, at 3 o’clock at the Uni- 
tarian Church, Wellesley Hills. 





Millerites Enjoy Carnival 


New YorK—Two thousand members 
and friends of the Millerites, an organ- 
ization of the employees of the various 
I. Miller retail and wholesale divisions, 
gathered at the Waldorf-Astoria, Sat- 
urday, November 18, and enjoyed a cir- 
cus carnival. 

The Millerite affairs which are 
held each year have become a tradi- 
tion of the shoe trade in New York. All 
receipts of the affair are devoted to the 
welfare and well being of its member- 
ship. Two staff physicians are perma- 
nently engaged and are ever at the call 
of the members. Well over 1000 calls 
each year are made by these doctors. 

The Millerite motto is “Loyalty to 
ourselves, Loyalty to each other and 
Loyalty to I. Miller & Sons.” 

One of the high lights of the affair 
was the arrival of James J. Lyons, 
newly elected Borough President of the 
Bronx. Mr. Lyons was greeted with 
many cheers, indicative of his popular- 
ity in the shoe trade. In conjunction 
with the Millerite Circus Carnival, a 
very beautiful souvenir program of ap- 
proximately 200 pages was issued. 





Specializes on Orthopedic Shoes 

CINCINNATI, OHIO—Edward Kirch- 
ner, owner of the Modern Orthopedic 
Shoe Shop, Fourth Street, where 
Ground Gripper and Cantilever shoes 
are sold, keeps a children’s list and 
regularly mails to the parents a letter 
reminding them of the advantages to 
their growing children of a properly 
fitted shoe. 

He also sends them a special invita- 
tion to any public demonstration and 
lecture on foot health. In this way he 
keeps in constant contact with both 
parents’ and children’s. needs_ in 
orthopedic shoes. 


To Speed Christmas Sales 


DENVER, CoLo.—Special Christmas 
offerings at the Fontius Shoe Company 
will include handbags, slippers and 
hosiery for women and socks for men. 

The sales will be preceded by news- 
paper ads, radio talks, street car post- 
ers and special circulars in all Dec. 1 
statements. Unusually attractive dis- 
plays will be worked out in the win- 





dows and show cases of the store. 
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THE ARISTOCRAT OF FLEXIBILITY 

























J te 





This modern shoe, distinguishea 


for grace and flexibility, is made on 


2 a Rey ALE sete 


standard WMC equipment. 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 





The insole can be 
Ln or SKELETON 








UNITED SHOE MACHINERY CORPORATION 


MASSACHUSETTS 






BOSTON, 








When writing advertisers please mention Boot and Shoe Recorder 


46 Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 2, 1933 





os: 


WHERE TO BUY 


Children’s Footwear 
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MBS. DAY’S IDEAL BABY SHOES 


istermediates ........ 1-5 
Flexible Hard Seles. ..2-8 
Send for In-Stook 
Oatalog 





MRS. DAY'S IDEAL BABY 
SHOE CO. 
Locust St. Danvers, Mass. 











8 8 a 


WHERE TO BUY 


Shoe Dressings 
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SHOP TALK 


HONESTY:— 


You expect the best value 
for your money when you 
buy. You should want to give 
it when you sell. Cavalier 
dressings cost ge no more, 
yet every one is made spe- 
cifically for use on a given 
material and is sold only 
through shoe stores. For de- 
tails write, 


CAVALIER 
The Shoeman’s Polish 
BALTIMORE, MD. 
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WHERE TO BUY 
Shoe Trees 


oe 6 eT 


QUICK PROFIT ITEM - 50 







SIMPLEX SHOE TREES 


SELF ADJUSTING— 
A gentle squeeze 
inserts or removes. 
Write for 
unique 
Sales Plan 





SH 2 TREE Co. 








Damrich Heads Mobile Retailers 


Mosite, Ata.—At a meeting of the 
shoe retailers council, John J. Dam- 
rich was elected inter-council represen- 
tative. Others elected were T. P. 
Shine, member of the Mobile NRA re- 
tail trade council, and E. H. Britton, 
alternate member of the council. 

Officials of the council, elected at a 
recent meeting, were Sid Simon, chair- 
man; E. B. Frasch, first vice-chairman ; 
Ss. J. Ripps, vice-chairman, and J. S. 
Arnold, J. L. Harvey and A. L. Sanger 
were named to the membership and 
organization committee. 





Wholesale Prices’ Treads 


WASHINGTON, D. C.—The decline of 
wholesale commodity prices of the past 
two weeks was halted during the week 
ending Oct. 28 according to an an- 
anouncement made Nov. 24 by Isador 
Lubin, Commissioner of Labor Statis- 
tics of the U. S. Department of Labor. 
The index number of the general level 
of wholesale commodity prices for the 
past week rose by more than seven- 
tenths of 1 per cent over the week 
previous. This index stood at 70.9 as 
compared with 70.4 for the week end- 
ing on Oct. 21. The index for the past 
week was more than 10 per cent above 
the average for the corresponding week 
of 1932, nearly 15 per cent higher than 
the index for the first week of the 
present year and 19 per cent above the 
low point reached during the first week 
of March of this year. 

“Pronounced advances in the whole- 
sale prices of farm products and manu- 
factured foods were mainly responsible 
for the rise in the general level of 
wholesale prices for the week,” Mr. 
Lubin stated. “Unusual increases in 
the price of all grains, amounting to 
more than 20 per cent during the week, 
forced the level of the farm products 
group up by 2% percent. Other items 
of this group showing marked increases 
during the week were cotton and eggs. 
Livestock prices, on the other hand, 
moved downward by nearly 4 per cent. 
Manufactured food prices rose by 
nearly 1 per cent due to advances in the 
price of butter, cheese, cereal products 
and fresh pork. Continued weakening 
prices for hides and skins caused the 
hides and leather products group to 
fall by slightly more than 1 per cent 
during the week. Textile products 
maintained their steady tone of prices 
by increasing fractionally. 

“Fuels continued their upward move- 
ment and rose slightly less than 1 per- 
cent. Metals and metal products moved 
up by one half of 1 per cent. Building 
materials showed a fractional decrease 
while chemicals and drugs increased 
slightly during the week.” 

Of the 10 major groups of related 
commodities comprising this index 
which is composed of 784 separate price 
series weighted according to their rela- 
tive importance and based on average 
prices for the year 1926 as 100.0, seven 
groups showed increases, one no change 
and two decreases as compared with the 
previous week. 


NRA Progress Praised 


PITTSBURGH, Pa.—Pittsburgh shoe 
men expressed enthusiasm over the 
progress of the NRA at the monthly 
meeting of the Pittsburgh Shoe Retail- 
ers Association November 22. Al 
Schmidt, a member of the retail trade 
council of the NRA Compliance Board, 
explained the working of the board and 
its powers to his fellow shoe retailers. 

A committee consisting of Schmidt, 
Harry Ritter, and Tony Ross was ap- 
pointed by President Sam B. Levine, 
who, presided, to nominate new officers 





for the annual election. A discussion 
of styles and various topics of interest 
to all shoe men featured the program. 
A resolution was adopted pledging sup- 
port to the Middle Atlantic Shoe Re- 
tailers Association in their coming con- 
vention to be held in January. Tele- 
grams were sent to President Roger A. 
Selby and other members of the Manu- 
facturers’ Association. 


N.S.R.A. Stickers 


St. Louis, Mo.—Over 150,000 stick- 
ers will be distributed by 210 leading 
shoe manufacturers who have already 
reserved rooms at the N.S.R.A. Con- 
vention in St. Louis, Jan. 7 to 10. 





NATIONAL CONGRESS of SHOE 
MERCHANTS «MANUFACTURERS 





The sticker reproduced in attractive 
colors makes an immediate impression 
when attached to a letter or invoice. 
Merchants throughout the United 
States will be constantly reminded 
through their correspondence with the 
leading shoe manufacturers that “Ef- 
fective Selling” and “Accurate Buying” 
are the features of the coming January 
meeting. 





Shoe Payrolls Increase 


BALTIMORE, Mp.—Large increases in 
employment and combined payrolls in 
the boot and shoe industry of Maryland 
took place in October as compared with 
the previous month. Employment was 
21.1 per cent higher and payrolls were 
higher by 23.4 per cent. As compared 
with October of last year employment 
increased 4.9 per cent and payrolls, 13 
per cent. : 





Christmas Trade Starts Earlier 


New YorkK—Harry Weil, proprietor 
of Weil’s Fit Rite Shop at 61st Street 
and Roosevelt Avenue, Woodside, L. I., 
reports that his usual holiday rush for 
boudoir slippers and other Christmas 
gifts has started two weeks sooner than 
other years. Which proves something 
or other. 





Resigns As Manager 


PorTsMOUTH, OHI0—A. Mellencoff, 
who has been manager of the Cannon 
Shoe Store in the Steahly Block for 
the past three months, has resigned to 
enter business in Cleveland. His suc- 
cessor has not been named. 
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STUDIES IN FOOT DEVELOPMENT 


[CONTINUED FROM PAGE 21] 


surface which supports the ankle-bone (Talus, As- 
tralagalus) is thrown in a very abrupt inward slant, 
as indicated by the arrows in Figs. 5,6 and 7. This 
slant causes body-weight to be strongly deflected upon 
the inner border of the foot and toward the great 
toe. In response to such an inward deflection of 
weight, the gorilla foot shows a recognizable increase 
in the length and stoutness of the first digit and of 
the first metatarsal bone immediately behind it, as 
compared with their size in the chimpanzee. The 
more prominent development of the entire inner 
border of the human foot is merely a more advanced 
degree of the same phenomenon. 





Fig. 4 


Position of a chimpanzee foot when used on the ground. 
Note the ineffectual position of the lateral toe. 


Furthermore, if, in a side view, we trace the move- 
ments of force as they pass through a foot which is 
being used as a lever, we will find that they follow 
an arc extending upward from the heel toward the 
ankle, then curve forward and downward toward the 
base of the toes. It has long been recognized that 








Fig. 5 Fig. 6 Fig. 7 


Top views of the foot skeleton with the ankle bones removed. The 
arrow indicates the deflection of body weight upon the inner border 
of the foot when used on the ground. 


bones conform in their shape to the movements of 
force passing through them; consequently, with body- 
weight concentrated upon the inner border of the 
prehuman foot, a gradual arching along that border 
was foreordained through natural physical laws when 
such a foot began to be used habitually as a lever on 
the ground. Such an elevation of the inner border 
had the effect of reducing the inward slant of the 
sub-talar joint, so that with the development of the 
arch, body-weight became more evenly distributed 
over the entire foot as it approached human design. 
The posterior view of the heel of a gorilla, of pre- 
historic Neanderthal man, and of modern man 
(Fig. 8), shows that the Neanderthal foot still pre- 
served a recognizable degree of the primitive slant 
in the sub-talar joint. “Foot balance,” as ascribed 
to the foot of modern man, was attained with the 
leveling of this sub-talar joint surface through the 
formation of the human longitudinal arch. 


The parallel position of man’s great toe to the 
lateral ones, is also an adaptation of the foot to lev- 
erage action on the ground; it resulted first, from a 
giving up of the grasping function, and second, with 
the more even distribution of body-weight upon the 
foot as the longitudinal arch developed. During the 
prehuman stage when body-weight was strongly de- 
flected upon the inner border of the foot, a wide 
divergence of the great toe was a useful source of 
stability ; but as the sub-talar joint gained a more level 
position through elevation of the arch and thereby 
distributed more weight toward the lateral side of 
the foot, the need for wide divergence of the great 
toe was reduced, and it became gradually drawn 
toward its modern position parallel with the other 
toes. 

Thus as we study the characteristics of the human 
foot one by one, we can recognize how specifically 
and naturally they have been designed for terrestrial 
bipedism. Their nature is such that obviously the 
changes in the human direction could not have been 
started until the original ancestors of mankind had 
permanently established themselves as ground-living 
individuals with an upright body-posture. The phe- 


[TURN TO PAGE 53, PLEASE] 


Bi 


* 


Fig. 8. A posterior view of the heels of the gorilla, of Neanderthal 
man, and of modern man. The line shows the relative slant of the 


joint surface (sub-talar) beneath the ankle bone. 





48 





Te Ot ee me meme 


WHERE TO BUY 


Women’s Shoes 
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GENUINE HAND TURNS 






$3340 One 
Good Turn 
« Sells 
Another 
e 
Terms 
Less 5% 
“RENO” 30 days 
Ne. 81120IB Black Suede Patent Trim 
Ne. $12201B Brown Suede Bronze Trim e 
Medium Toe Last 17/8 Heel 
2%-9 AAAA-D 
co., 
DODGE, BLISS & PERRY i 


NEWBURYPORT, MASS. 
“THE CORRECT bobGE FOR ALL OCCASIONS” 








ORIGINAL 


Dr:dt, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 














THE DEPRESSION in the innersole of 


a shoe often causes weakened anterior 
arches of the feet. 


Innersole Clana 
Shoe 


Remains flat and 
smooth thruout the 
life of the shoe. 

Nothing More Prac- 
tical as a Xmas Gift 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 



















GENUINE HAND TURNS 


"#0 One 
Good Turn 

Sells 

Another 

Terms 

Less 5% 





No. g0008 Bleck ome ea 
ent Bs Heal 
DODGE, BLISS & PERRY Inc. 


New WBURYPORT, MASS. 
“THE CORRECT DODGE FOR ALL OCCASIONS” 











PAYS TO ADVERTISE 


New Orleans, La—Todd Fagan of Topeka, 
Kan., collects airport dedication postage stamps. 
He recently addressed one of his requests to 
the “Red Goose Airport, New Orleans.” The 
letter was delivered by postal authorities to the 
Marks Isaacs store where there is a Red Goose 
Airport Shoe department. All of which proves 
it pays to advertise. 








>» WHAT’S SELLING 4 





Selling More Hosiery 


CINCINNATI, O.—G. Gansdorf, mana- 
ger of the Potter Shoe Company’s 
women’s better shoe department, in 
speaking of how hosiery sales were tied 
up with shoe sales says that his sales 
people make suggestions as to each 
customer’s needs in hosiery for the par- 
ticular sale of shoes. Each sales person 
must sell $75 worth of hosiery per 
month before he is entitled to a com- 
mission on the hosiery sales. After he 
has sold his quota he receives 3 per cent 
commission on all hosiery sales above 
that. 

This method has been the most suc- 
cessful used by the store in obtaining 
business, and especially effective during 
Christmas sales. 





Spring Leather Card Out 


The 1934 Spring Shoe and Leather 
Card, presenting two high style and 
seven classic staple colors for women’s 
shoes, has just been issued by the Tex- 
tile Color Card Association to its mem- 
bers, it was announced by Margaret 
Hayden Rorke, managing director. 
These are the official shades chosen in 
cooperation with the joint committee 
of tanners, shoe manufacturers and 
retailers. 

The high fashion colors are Spring 
Taupe, a smart lighter version of the 
darker taupe or eel grey tones of this 
Fall season, and Biscay Brown, the new 
Spring interpretation of light brown. 

Marine Blue, a clear navy of the 
nautical type, and Paris Grey, a light 
neutral tone, comprise the new classic 
staples. Marine Blue represents a 
highly important color trend in shoe 
fashions, because it is the correct com- 
plement to the new blues in Spring cos- 
tumes and accessories. Paris Grey keys 
closely with the light costume greys, 
which are expected to repeat their pop- 
ularity of last Spring. 

The repeated classic staples again 
recommended for volume business are 
Flint Grey, Indies Brown, Bourbon, Sea 
Sand and Fawn Brown. 

To assist the shoe and leather indus- 
tries in the successful sales promotion 
of these Spring tones, a fashion and 
merchandising note is appended to each 
color, indicating its correct relation to 
the new costume shades, 

Notations also appear in the card 
regarding the importance of white and 
animated colors in Summer shoes for 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 2, 1933 


active and spectator sportswear. 

The men’s shoe colors, portrayed in 
a separate card, comprise Tantree, 
Gaucho, Bourbon, Highland Brown, as 
well as the following sports colors: 
Sport Rust, Hempcord and Sanwood. 
Explanatory notes serving as a mer- 
chandising guide are likewise appended 
to each color in this card. 





Stormy Weather Stimulates 
Overshoe Sales 


BuFFALO, N. Y.—Stormy weather has 
stimulated the sale of rubbers and over- 
shoes considerably in western New 
York during the past three weeks. As 
the heavy snows and rains lifted, how- 
ever, a number of stores began adver- 
tising sales of these goods at mark- 
downs. 

The shoe stores of the city, de- 
partment, chain and independent, have 
made valiant efforts to bring about 
a greater turnover in shoes and in some 
instances have been quite successful. 





Color Chart for Spring 


PHILADELPHIA—A chart presenting 
the leading color trends in costumes and 
footwear grouped in their proper rela- 
tion, for the coming season, is now be- 
ing distributed to leading shoe retailers 
by Robert H. Foerderer, Inc. 

For the eighteenth successive season 
this chart has been cooperatively de- 
veloped with the textile stylists, Cheney 
Brothers and Julius Forstmann Cor- 
poration. 

Only the staple volume numbers are 
included in this guide to buying. While 
the leather swatches shown on the chart 
are of Vici Kid the identical colors may 
also be obtained in Vici Special—the 
new scuff-resistant leather which does 
not require any dressing. 





TRADE LITERATURE 





Boston, Mass.—Recently issued, an 
ambitious brochure—“being a catalog 
to mark the beginning of a new era in 
the life of the Brockton Co-Operative 
Shoe Company 1933-34.” The initial 
bow of a new masagement and a most 
attractive presentation of the in-stock 
line. High spots:—Honor Roll of the 
“Preferred Eight” (for young men)— 
“You Wouldn’t Neglect Your Teeth, 
Then Why Neglect Your Feet!” (Arch 
Fitting line)—the page of ideas for 
advertising tie-ups. 





OBITUARY 





Paul Ginsburg 


Cuicaco ILtu.—After an illness last- 
ing several months Paul Ginsburg, 
auctioneer, passed away on Nov. 20. 


Mr. Ginsburg was very active in shoe 
store auctions and was well known 





throughout the trade. 
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The Last Modeler knows that the toe of the 
Th | A ST last is of vital importance to the beauty of 
e the shoe ... His efforts may be easily de- 
stroyed, however, by bulk and lack of uni- 
formity in materials used that do not follow 

and ihe the allowances of his design. 


Celastic has been accepted by many Last 
Designers and Style Men as a material that 


will always reproduce a picture of their art. 
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THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 
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ERHIL 
In Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 
Kid Pullman Slippers 
colors and black with 


Snap Pocket 1.35 
‘Zipper Pocket $1.50 


WEAR-EVER $75, 
IN HARD SOLES ONLY 
ey, SOt $700 $750 


oa 
FWO TREMENDOUS FACTORIES + >+>+- 
GOOOYEAR TURNS -MOCK TURNS 


te 20,000 pairs 
THOUSANDS OF PAIRS IN STOCK/ 
wo 
a 


. 8S. CHASE &@ SONS, INC. 
W. SAVERHILL, MASS.” 








APOST CARD WILL BRING / <4 ian 7 
AMYWHERE In THE Unite St) te-ctey / 


WEAR EVER SHOE 6, TiErER peony 
SOUTH NORWALK 
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WHERE TO BUY 


Hosiery Protectors 
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SHOE ce HOSIERY 





bell ing "prot and and por saiit 
WALK.-EZE 
Stocking Pretecters 
They Sell 
Themselves 
Onl eo EZE’S are 
made of Kemi- 


Satarial Set ip c | 
sweatproof. 
Sizes for Women, Protected by 
Men and Children peat Reeaee 
Order from your jobber or CAN. 26102! 
WALK-EZE Sales Offices. ney on every pair. 
Executive Office, Syracuse, Y. 
NEW YORK: 1141 none 
CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St.. Montreal 











Balaban Gets Repeat Orders 


PoRTLAND, ORE.—Harry Balaban, 
representing the Cincinnati Shoe Com- 
pany, is making numerous new contacts 

‘ for his lines in Pacific Northwest cen- 
ters, and also securing plenty of repeat 
orders from his old friends in the trade 
on his lines of shoes for women. 





Shows Spring Line 

E. H. Dailey is calling on the Pacific 
Northwest with a spring line of men’s 
shoes from the Freeman Shoe Manu- 
facturing Company. 
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<« ON THE SELLING END P 


News of the Travelers and Sales Activities 








Streicher to Travel and Sell 


SAN Dieco, CAL.—Max C. Streicher, 
past president of the California Shoe 
Retailers’ Association and a retailer of 
long standing in San Diego, will cover 
the Pacific Coast from Denver west for 
the Newton Elkin Shoe Company of 
Philadelphia. 





MAX C. STREICHER 


Mr. Streicher goes on the road with 
the philosophy that “in 1934 true co- 
ordination between shoe manufacturer 
and shoe retailer must be developed; 
and the traveling man must, as a rep- 
resentative of the factory, give the re- 
tailer what he wants, when he wants 
it and not too much of it.” 

Mr. Streicher also feels that his in- 
terest in the shoes he sells should con- 
tinue through to final sale at the fitting 
stool. To help the retailer help the 
customer find the shoe which fits in with 
her particular fashion picture is what 
Mr. Streicher has in mind for 1934. His 
first trunks of samples feature crafts- 
manship and design in evening slip- 
pers. 





Harry B. Johansen on Coast Trip 


Because of the illness of Ralph Lang- 
ston from an attack of influenza, Harry 
Barnes Johansen, assistant sales mana- 
ger of Johansen Bros. Shoe Company, 
will make the first Spring trip to the 
principal cities in Oregon, Washington, 
Idaho, Montana and Utah for him with 
the Johansen Unitized and Jobo lines. 

Following the old Johansen tradition 
of serving an apprenticeship, Mr. 
Johansen started working in the Johan- 
sen factory at an early age, learning 
basic shoemaking during the Summer 





months when not attending school. For 
many years he has been his father’s 
“right hand,” learning the “ins and 
outs” of the shoe business from the 
factory through the business depart- 
ments. 

Following his father’s aptitude in 
designing shoes, Harry has also been 
the creator of many successful shoe 
designs. The trip Mr. Johansen will 
make over the northwest territory will 
give him a thorough insight into the 
needs and requirements of the mer- 
chants in that section and will be of 
assistance to him in preparing new 
samples for that trade. 





Releases Spring Line 


After holding their semi-annual style 
and merchandising conference at the 
Hotel Lennox, St. Louis, the United 
Shoe Mfg. Co. (Men’s Specialty Divi- 
sion of the Brown.Shoe Company) have 
released their Spring ’34 line. This 
new line reflects the forecasted in- 
creased popularity of all-over whites, 
combinations of black and white and 
tan and white and a greater variety 
of ventilated patterns, retailing from 
$3 to $7.50. 

The sales representatives who at- 
tended this conference and their re- 
spective territories are as follows: 


K. L. Barton—Oklahoma, Kansas, 
Missouri. 

C. C. Cook—Ohio, Indiana, Kentucky. 

Archie Covington—North Carolina, 
South Carolina, Virginia. 

J. M. King—Texas, Louisiana. 

A. R. Martin—New York and North- 
east. 

H. W. Morris—Iowa, Minnesota and 
Mountain States. 

H. O. Peyton—Pacific Coast. 

G. A. Price—Illinois, Wisconsin. 

Morris Rosen — Arkansas, Missis- 
sippi, Tennessee and Southeast. 

H. W. Schueler—Pennsylvania, West 
Virginia. 





Takes on New Line 


Los ANGELES—John E. Pitts of Los 
Angeles will represent Colella & Leigh- 
ton of Lynn, Mass., on the Coast, in 
addition to Pincus & Tobias of Brook- 
lyn. Mr. Pitts expresses himself as 
being delighted with this new connec- 
tion and expects to develop a very fine 
business for Colella & Leighton in his 
territory. He maintains a permanent 
sample room in Los Angeles, where he 
makes his home. 


Blaney With Huffine and Clark 


ROCHESTER, N. Y.—Frank Blaney 
has been named general manager of 
Huffine and Clarke, Inc., infants’ shoe 
manufacturing plant here. 
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National Council to Convene 


[CONTINUED FROM PAGE 15] 


Those who attended the Aug. 1 meet- 
ing know that they can expect brass- 
tacks discussions. But it is believed 
that we can be a good deal more defi- 
nite now than at that time, when neces- 
sarily little could be stated or known 
specifically about either present possi- 
bilities or future trends.’ 

“The importance of the local Retail 
Trade Councils is emphasized by the 
N.C.S.R. Bulletin on ‘Administration 
of the Retail Code.’ It urges that all 
members make efforts to select their 
ablest representatives to serve on those 
councils. 

“The formation of local trade coun- 
cils means that the merchants of each 
community will be placed in position 
and given the authority to review ques- 
tions concerning price cutting and 
other bad trade practices; and that 
they will hear complaints and make 
recommendations for their correction; 
and that in general they will govern 
themselves for the good of their indus- 





try and the great body of customers. 

“There is also a very important pro- 
vision for the review of labor com- 
plaints by the local Retail Trade Coun- 
cil—to which your attention is espe- 
cially directed. 

“To be effective, of course, these 
local councils must draft the best man- 
power in the retail trade. For this 
reason it is urged that every member 
of the Council consider the question of 
local representation thoughtfully, and 
with the idea in mind of making some 
sacrifice of time in the interest of se- 
curing, and maintaining, a high cali- 
ber of representation on these local 
councils. 

“If retailers are quick to seize the 
chance to govern themselves, it is the 
best thought of leading officials of the 
Recovery Administration that the Gov- 
ernment’s part in administering the 
Retail Code will grow small and smaller 
and the retailer’s own part larger and 
larger.” 





Travelers Move Headquarters 


The Northwestern Shoe Travelers 
Association has removed its Minne- 
apolis headquarters and club to the 
Hotel Radisson, Annex No. 1, third 
floor. The annual meeting will be 
Dec. 23. 

C. W. Sheldon has gone out for Fred 
A. Mayer Shoe Co., territory Minne- 
apolis to Pacific Coast. He had been 
with the Rice-O’Neill Shoe Co. 

E. A. Bailey is in Minneapolis for a 
visit until the end of the year. He will 
then travel out of Chicago for the 
Adams Shoe Co. He will have Central 
West territory. For three years he 
has been in Los Angeles and previ- 
ously was secretary of the N.W.S.T. 
Association. 





Schiff Declares Dividend 


CoLumBus, Onto—Directors of the 
Schiff Co., which operates a chain of 
197 retail shoe stores, many of which 
are departments in department stores, 
have declared a quarterly dividend of 
$1.75 on the 8915 shares of preferred 
stock outstanding, payable Dec. 15, to- 
stockholders of record Nov. 29. In 
making this announcement President 
Robert W. Schiff declared that the 
company had not failed to pay divi- 
dends on both the preferred and com- 
mon stock, although that on the latter 
has been reduced. The dividend to be 
paid on the 99,000 shares of common 
stock will be 25 cents, or at the rate of 
$1 per year. 

The payment of dividends Dec. 15 
will total $40, 351.25 and the total 
amount to be paid during 1933 will be 
$163,111.25. The number of preferred 
shares outstanding have been reduced 
from 9434 to 8915 by retirement. 





D. W. Besse Opens New Store 


PLyMovuTH, Mass.—D. W. Besse has 
opened a new retail shoe store, the 
Economy Shoe Store, in this city. Mr. 
Besse has the Walk-Over agency. 





H. L. Tinkham President 
Bristol Mfg. Co. 


BrisToL, R. I.—Herbert L. Tinkham, 
for a number of years president of the 
W. L. Douglas Shoe Co., of Brockton, 
Mass., is now president of the newly 
formed Bristol Manufacturing Co., of 
Bristol, R. I., which is about to begin 
the manufacture of a new type of foot- 
wear which largely consists of both 
canvas and leather uppers with rubber 
and leather soles. The company also 
proposes to make a line of shoe findings 
which will be sold to leather shoe 
manufacturers. 

The inventor of this new type of 
footwear and organizer of the company 
is Maurice C. Smith, Jr., of Bristol, 
former general manager of the Bristol 
plant of the United States Rubber 
Company. He is treasurer of the new 
organization. The vice-president is 
Eugene C. Heilhecker, formerly in 
charge of the pattern department of 
the same plant; the secretary and as- 
sistant treasurer is Frederick F. Wil- 
son, and the assistant secretary is 
Bessie B. Tobin, both formerly con- 
nected with the United States Rubber 
Company. 

The directors, in addition to Mr. 
Tinkham, are James F. Buckley of 
Brockton, Mass., who is interested in 
the shoe business; Brig. General Luke 
H. Callan, a contractor and State Sen- 
ator from Bristol; Mr. Heilhecker and 
Mr. Smith, Jr. 











51 


8 8 


WHERE TO BUY 


Women’s Shoes 
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“ FELT FOX BALS ® 


GENUINE HAND TURNED 


IN STOCK 


3-9 Width EE 
Red felt lined 


"NG MB Si ccesescs $2.35 
as illustrated. Black kid 
vamp and fox with felt 










No. 4625 10 
All felt with black 
kid side patch and 
it seam. 








ABBOTT BROS. SHOE CO. 
] ANDOVER, MASS. r 
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WHERE TO BUY 


Leathers 





MANDRUCCA 


Fh 8 Ok 
is the registered trade- 


mark of a unique, e) 
grained leather of © 


superior tannage, 

originated by we 
the under- 
signed. 
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Ss Misuse 
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A, @ trade-mark, 

& directly or by 
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R. NEUMANN & CQ. 
HOBOKEN, NEW JERSEY 
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WHERE TO BUY 
Spats 





oo STREET SPATS 


by pre of public demand, 

strong merchandising 
helps, excellent display, 
attractive packages and 
prett Ve 7 al 
ATE DELIVERY 7 full 
selection of fabrics, col- 
ors and sizes. F 
sam) ~~ and prices. The / 
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Co., Portsmouth, 


BOND 


STREET Spats 


The Company, which was formed 
Nov. 15th, is capitalized at $100,000, 
consisting of 1000 shares of preferred 
stock at $100 a share, and 3000 shares 
of no par common or capital stock. 
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“How to Sell” Theme at St. Louis 


[CONTINUED FROM PAGE 14] 


attention of many of the smaller merchants whose 
advertising budget precludes the use of newspaper 
space. 

Inexpensive printed matter, carefully distributed to 
a select list of prospects, offers to every shoe man a 
method of customer contact, at a minimum cost. 
Plenty of material will be available for the merchant 
to absorb in this particular field. 

Demand for display space in the four hotels where 
shoes will be displayed has become increasingly active 
during the past week. Manufacturers are signing up 
for space at such a rapid pace that Hotel Statler has 
been booked solid with lines of shoes up to and in- 
cluding the 10th floor. 

The Hotel Jefferson, Hotel Lennox and Hotel 
Mayfair also being used for display purposes, are 
equally in demand, with the Jefferson and Lennox 
Hotels being more than half filled at the present time. 
The impetus given to room reservations for display 
purposes, according to Chairman Arthur Ebbs, of the 
St. Louis Convention Committee, is the avalanche of 
orders expected to be booked at the January meeting. 


Fhe announcement of the 
National Shoe Travelers’ Association who will hold 
their Twenty-Third Annual Convention in St. Louis 
Jan. 11 and 12, was welcomed by the N.S.R.A. con- 
vention officials as a significant cooperative move- 
ment on the part of the traveling men. 

In accepting the reservation of President A. H. 
Geuting to meet with the N.S.R.A., W. T. Mitchell, 
president of the National Shoe Travelers’ Associa- 
tion said: “The problems of the traveling shoe sales- 
man and the shoe merchant are common to one an- 
other and a close contact is essential for their mutual 
advantage. 

“Experience in past years,” continued Mr. Mit- 
chell, “has taught our members that we have received 
very valuable educational information from many fea- 
tures as presented at the retailers conventions ‘and we 
are happy to admit that conventions and style shows 
as conducted by your organization have helped the 
commercial shoe traveling salesmen in a financial way 
through the placement of orders. 

“Through these conventions and style shows our 
particular craft have had the opportunity of making 
contact with new trade as well as meeting with their 
regular customers which would otherwise require 
much extra time and a great increase of expense, were 
they compelled to call upon each one individually. 


“Much new trade has been created through such 
conventions and many valuable contacts have been 
made in the meetings with the retailers of the 
country.” 

A joint invitation was extended by A. H. Geuting, 
president of the N.S.R.A., and Arthur Ebbs chair- 
man of the St. Louis Convention Committee, to 47 
individual shoe retailers organizations to plan a group 
attendance to the convention. The invitation stressed 
the fact that “the meeting is being planned in an 
effort of helpfulness and service to the shoe mer- 
chants attending.” 

A. J. Pauly, shoe buyer for Stix, Baer and Fuller 
D. G. Co., Marcus Rice, of Famous-Barr Co., and 
Harold N. Underhill of Scruggs, Vandervoort & 
Barney D. G. Co. all are of the opinion that a large 
volume of shoe business will be placed at the January 
convention. 

“The buyers from the May Department Stores will 
be here for the convention to inspect the many lines 
of shoes that will be displayed here during the meet- 
ing,” stated Mr. Rice. 

Much confusion still exists in the merchants’ mind 
regarding the NRA retail code and the opportunity 
of having it explained to him clearly at the business 
sessions is meeting with instant appeal among shoe 
men. 

The program committee now in progress of per- 
fecting the business sessions have centered their 
interest around this much discussed topic of buying 
and selling under the NRA code. 


Handbags for Christmas 


Cuicaco—Bags by the dozens are on hand for 
Christmas selling in the Chicago shops. These most- 
ly fall into three classes ; the smartly conservative bag, 
the exquisite feminine confections that head on to the 
new era of elegance, and novelty affairs that are de- 
signed to click with the up-to-the-minute-and-beyond 
gal who is always on the look-out for surprises. 

There is a lot of fine detail in the better bags this 
year and the sales person who knows her stuff is quick 
to point these out to the customer who hesitates, in 
order to push a quick sale to a finish past the sales 
resistance that slightly rising prices are causing in 
certain quarters. Fine quality linings, neat pipings of 
silver leather on inner pockets, silk lined holders for 
mirrors, perfect tailoring, beautifully made gadgets, 
are points of interest in the new bags. 
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Studies in Foot Development 
[CONTINUED FROM PAGE 4/7] 


nomenon of “Foot Balance” is the outcome of our 
elevated arch, for the term could not suitably be 
applied to the flat and flexible structure of the pre- 
human period. The line on which that balance is 
maintained coincides with the foot’s axis, because it 
is upon that axis that the longitudinal arching of the 
foot has been developed. However, all the mechani- 
cal structures of the fot (bones, joints, ligaments and 
muscles), are involved in this phenomenon of foot 
balance. Disorders of the feet resulting from im- 
pairment of foot balance may therefore be traced to 
primary defect in any one of these structures. 

An intelligent interpretation of these disorders can- 
not merely assume that the foot undergoes spontane- 
ously a general collapse, although that result may 
eventually occur. The process is no different from 
trouble in a piece of machinery. If some part of an 
engine or machine becomes loose, or gets out of proper 
alignment, and the engineer ignores it, he is liable 
to have a ruined machine in a short time—not because 
the entire mechanism was at fault, but because he 
failed to recognize, or did not know how to repair, 
the original minor source of trouble. Severe foot 
disability and deformity is almost invariably due to 
ignorance of the primary elements of foot disorder 
and the early signs of trouble which originate inside 
the foot. The purpose of these articles has been to 
focus the attention of readers upon what lies under 
the skin surface. They have been written with the 
hope of promoting a keener realization that the care 
and prevention of these disorders can most success- 
fully be developed only through an intimate under- 
standing of the foot’s internal mechanism. 


Detroit Retail Council 


Detroit—All Detroit retail trade has been reor- 
ganized under a Retail Trade Council, functioning 
under the aegis of the NRA, with determination of 
fair trade practices, special rules for local groups, 
exemptions under the NRA, and the arbitration of 
alleged code deviations coming under its general 
jurisdiction. The shoe division is headed by Adolph 
M. Goetz, of Russek’s, Edward Stocker, of Stocker 
Shoe Company, at 6357 Gratiot Avenue, and H. F. 
Masterson of Hanover Shoes. 





Dr. Styles Lectures in Washington 


Wasurncton, D. C.—An illustrated lecture and motion 
picture demonstration of feet and the relationship of proper 
shoes and lasts to good health and proper posture was given 
Tuesday night at Stach’s Foot Health Headquarters by Dr. 
J. H. Styles, Jr., director of education for Orthopedic Shoes, 
Inc. Shoe salesmen from several stores attended and ex- 
pressed their thanks to Mr. Stach and Dr. Styles for the op- 
portunity of attending this instructive lecture. 
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A room and bath for one, 
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The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . - . offers every 
opportunity for storage by the hour, the 
day, the month . .. with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 
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44th St. Near Third Ave.. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


o ° e 8 




















SALESMAN WANTED 


LINE WANTED 


POSITION WANTED 








OPPORTUNITY 


For Salesman, Manufacturer or Retailer to purchase 
partnership interest in.well known established popu- 
lar Brooklyn factory making fast selling line 
women’s turns, five hundred pairs productien. 
Principal apply. ‘‘Confidential.’’ 
Address D-565, care 
BOOT & SHOE RECORDER 


239 W. 39th Street, New York, N. Y. 











SALESMAN wanted side line Infants Pre- 
welts particularly Western Penna. estab- 
lished trade. All stocked. 8%. No drawing 
account. References with application. Address 
D-539, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





GROWING manufacturers’ distributor, spe- 
cializing and stocking one of the most com- 
plete lines of juvenile shoes and house slippers 
in this country, desires reliable salesman. We 
cater to shoe stores, general stores, infant spe- 
cialty stores, infant departments in department 
stores and can satisfy their needs in all — 
ranges. style and variety. Although a_ large 
line yet can be carried with a non-conflicting 
line. Weitzman Shoe Co., Newark, N. J. 





TITCHDOWNS:—Children’s 2 sole and 3 

sole construction; Infants’ Prewelts; Men’s 
Romeos and ventilated; Boys’ and Ladies’ Sport 
and regular oxfords; popular priced quality 
line for jobbers, chain stores and department 
stores; case lots and make-up only. Tem- 
porary proposition strictly commission; entire 
southern territory open for one man from Vir- 
ginia to Texas; must have large es to 
produce volume business. Address D-553, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





LIVE wire salesman for well known house, to 
carry short and snappy line, slippers and 
hand turned ladies’ shoes, to retail 50c—$1.00 
—$1.50. Commission basis, auto essential. 
Give reference and t lines carried, for the 
—— territory: isconsin, Minnesota, also 
Vermon “ampshire, Maine, and New 
York State. Address D-554, care Boot & Shoe 
Benyeet. 239 West 39th Street, New York, 





WANTED: Side line representatives to carry 
the practical Step Rite line of intermediate 
creeping and first walking shoes. Good terri- 
tories open. Line short, approximately thirty 
shoes. Market wherever infants’ shoes are 
sold. Commission 10%. you know your 


toate, write C. H. Hawkes & Son, Rochester, 


WANTED—Line of Women’s Cheap Novelty 
shoes or connection with general line for 
territory of Minnesota, Iowa and Wisconsin. 
Have good following. welve years’ experience 
retail and traveling. Excellent references; 31 
years of age. Address D-552, care Boot & Shoe 
Recorder, 367 West Adams Street, Chicago, III. 





SALESMAN with many years’ experience both 
on selling and manufacturing ends of the 
shoe business wishes to represent manufacturer 
of men’s, women’s or children’s shoes. Has 
sold in New York, Penna., New Jersey, Mary- 
land, Delaware and Virginia. Knows territory 
thoroughly. Best of references. Write at once 
to D-563, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





WANTED: Short, medium or low priced es- 
tablished line of good women’s shoes, in 
stock. I have been selling the good New York 
State trade for a number of years, with a well 
established line and am interested in working 
in a short side line. Address D-561, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SPORT welt or McKay line wanted by sales- 
man covering Virginia, West Virginia, Mary- 
land, Washington. Must be popular priced, 
good line. I am selling popular novelty line 
there now. Address D-559, care Boot & Shoe 
le 239 West 39th Street, New York, 





WANTED—Line of Women’s Arch Support 
McKays or Welts or a strong line —-* 
Novelty McKays to Retail $3.00 for D 
ment and Chain Stores. Territory Mary of 
District of Columbia, Virginia and Pennsyl- 
vania. Address D-558, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


SHOEMAN, 25 years’ experience as buyer and 

manager of departments and specialty stores, 
fully acquainted with modern merchandising 
policies and business promotion for men’s, 
women’s and children’s shoes, is desirous of 
locating in or near Greater New York. Excel- 
lent references. Address D-564, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





BASEMENT shoe buyer with eleven years in 

a large store made an unusual turnover, 
profit and increase in sales. Address D-562, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, : e 





] YEARS’ experience in retail store as man- 

ager. Willing to enter retail or wholesale 
field. Married, age 27. References. Address 
D-560, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SHOE salesman, 14 years’ experience as man- 
ager, buyer and window trimmer, desires 
connection. Age 36, married. Successful rec- 
ord, excellent references. Willing to go any- 
where. Address D-556, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 








FOR RENT 








FOR RENT 


Shoe mare, fifteen by eighty-five feet, 
= rari aang shelv- 
benches, tables, 


ly, inclu heat, formeri $250.00. 
Inquire Northern Trust an Savings 
Company, Lancaster, Pa. 

















FOR SALE 


ESTABLISHED Family Shoe Store. Low 
Rent. Excellent ——— Growing Long 
Island Town. $10,000 required. 

to responsible party. No auctioneers. Address 
D-555, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








SHOE store handling Men’s and Women’s na- 
tionally advertised shoes selling i in four popu- 
lar price ranges. Store located in heart city 
of one hundred thousand. Address D-557, care 
Boot & Shoe apne, 239 West 39th Street, 
New York, N. 








WANTED TO PURCHASE 








POSTER @ DEUTSCH 
Grand St., New York City 
page ci Dry Dock 4-0352 


— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 
Leases assumed Transactions confidential 














$1.25. When a box 





The rate for “Position and Lines Wanted” advertisements 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per 
words should be added for the address. In all other cases each 


word of the address should be counted. 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all undisplayed advertisements. 
word. Minimum 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


charge 








When writing advertisers please mention Boot and Shoe Recorder 
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MERCHANTS’ NEEDS 


HOTELS 


HOTELS 














New Improved 


Pouy Cup 
for Price Tickets 
$4.00 $2.25 
half gross 
Tilts at any angle 
M. D. POLLINGER CO. Holland Bidg., St. Louls, Me. 














WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 





from 











Buyers of Surplus Stocks 


We will buy surplus tire stecks ef 
out’ ie uy ra, F aM oy shoes 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4296 and 4299 





shoe department. 











P"JUST WEST of BWAY 


NEW YORK 


j 1000 ROOMS...EACH WITH RADIO 
BATH and SHOWER, CIRCULATING 
ICE WATER, LARGE CLOSETS 


ROOMS $950 SUITES $600 





Shoe Department Changes Hands 


BEVERLY Hinus, CAL.—With the sale 
of the S. Robinson men’s store to Hurl- 
bart’s, Inc., M. D. Racine, who has “7A | PRINTERS, DESIGNERS AND ENGRAVERS | 
been assistant manager of the store for 
some years, has taken over the men’s } TO { 
The department fea- 
tures only quality merchandise. 





When You GoTo 
Yy oN 
G00exnS 2 af vets 
BATHS Bits , 
tery pnd LY Be 
For Two ‘nd oS 


950 SINGLE 
yee pagal 


PENNSYLVANIA, 


‘2_AND CHESTNUT STS., DHILADELPHIA 










00 _ 
a" BATH 

















MERCHANTS’ NEEDS 








SHOE CARTON LABEL 
il SPECIALISTS 


i iil THE AMERICAN PRINTING 1” LABEL CO 
314-316 E.12th St, CINCINNATI, OHIO. 


Mute Row fot Samples | 











Buying in the Market 
[CONTINUED FROM PAGE 22] 


makes its only true and steady profit as a reward 
for good service. Profit cannot be the basis—it 
must be the result of service. 

The past three months shows an inelastic demand 
for shoes, due mostly to the fact that the public has 
taken the purchase of the article more seriously. It 
was a surprise to many a merchant that a cut in price 
did not produce the large increase in sales. 

So now we stand four weeks before Christmas with 
millions of pairs of this season’s shoes still to be sold, 
and many million pairs more of next season’s shoes 
to be bought. A stimulation of retail salesmanship 
will do much to move this season’s goods. An extra 
reward to sales people for moving the goods this 
month will help some. The early rubber sales has 
brought good money into many shoe stores. The 
release of vast sums of money by government sources, 
reopened banks, etc., has been an encouraging factor ; 
but emphasis and double emphasis is needed on real 
salesmanship—through sales people—through adver- 
tising—through window display—and through serious 
presentation of footwear to the public. All these are 
pointers needing immediate action. 

On the other hand, retailers must face a new season 
with the expectation of buying on the market and 
planning week by week, month by month sale on these 
new shoes in the early months of 1934. High pres- 
sure sales methods to tempt the merchant to buy more 
than his needs is out of the picture. A merchant has 





discovered that it is exceedingly difficult to lead cus- 
tomers to the purchase of goods which they do not 
really desire or which they cannot afford. If the pub- 
lic has taken a sober second thought, can the mer- 
chant do less? 

The lesson, so bitter, in the speculation of shoes 
gives way to the need for buying on the market and 
selling on the market, with increasing speed and 
certainty. Rapid turnover is more desirable than a 
sluggish stock—no matter how cheap its purchase. 
It may be wrong to think there are millions of people 
now living on a subsistence wage who are satisfied 
with less commodities. For the time being the ac- 
ceptance of a subsistence level in life may be an un- 
avoidable necessity for many millions of people, but 
time and progress moves on. We sense in a new 
Springtime a return of that vigorous American desire 
for more and more goods, because they mean more 
and more satisfactions. The rest of the world may 
accept sluggish mediocrity but not here in America. 
One who fears the future limits his activities. 

A very stimulating interest in making every shoe 
store a real footwear service store—in fashion—in 
use—in health—makes possible in this field a way to 
a better and brighter year ahead. One of the philoso- 
phies on approaching that year is the one built around 
planning each month’s sales and anticipating enough 
to cover it in new and better footwear. Buying on 
the wholesale market and selling on the public’s price 
level for that anticipated season is evidently the new 
firm foundation for a continuing shoe business. Our 
men find this truth in the field, and the market events 
of the six weeks will be influenced by it. 




















Money Talks 


LOUISVILLE, Ky. — Verhoff and Hil- 
len, the well known hat and furnishings 
firm, have recently added shoes to their 
stock and have resorted to an interest- 
ing form of advertising to acquaint the 
public with their new venture. 

In the display of shoes in the win- 
dow they are using ten dollar Confed- 


erate money, a bill laid lightly across” 


each pair of shoes. The money attracts 
attention and it needs a close look to 
see it is not currency of the present 
day. 

The members of the firm and their 
sales people also advertise with these 
bills. On the reverse side is an adver- 
tisement of the shoes handled by the 
firm. These bills are folded up and 
given out to friends and people on the 
street, whom members of the firm hap- 
pen to meet. A bill is also handed out 
to customers who make purchases or 
those who come into the store. Every 
one who gets one is of course interested 
and turns it over to read the advertise- 
ment. They show them to other people 
or lay them around in their offices, so 
that in the ‘end the unique circular 
reaches directly a number of people of 
the type the store desires. 





The Blue Eagle and the 
Christmas Tree 
[CONTINUED FROM PAGE 16] 


children on the subject “Why everyone 
should be a generous Santa Claus” 
could be sponsored by the paper with 
suitable prizes given by various mer- 
chants. Or a drawing contest, with 
prizes for the best reproduction of 
Santa Claus holding the NRA banner, 
shown on the opposite page, might be 
held. 

The Boot AND SHOE RECORDER sin- 
cerely feels that, while the merchants 
will benefit through this campaign, the 
appeal to sentiment and sympathy to 
increase Christmas buying is not sel- 
fish, because it means more work for 
more people during those bitter months 
of Winter, when they need it most. 














Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 2, 1933 


A BUYING GUIDE TO 
OUR ADVEIRTIVERS 


ae 


ws_) | oe 





BOOTS AND SHOES 


Abbott Bros. Shoe Co., Auburn, Me........ 51 
Baws, G: Ti. @ Ca., Wate, Me. .2.cceccces 44 
Blog Shoe Finding Co., New York City.... 37 
Brooks Shoe Mfg. Co., Philadelphia, Pa.... 44 
Brown Shoe Co., St. Louis, Mo...........-- 

Cambridge Rubber Co., Cambridge, Mass.. 3 
Chase, W. S., Sons, Haverhill, MN. ccs 505% 0 
Ciepe Edwin, & Sons, Inc., E. Weymouth, ea 


Dodge, Bliss & Perry Co., Newburyport, 


MB. vccccvwcsecccccunscsenteccecconces 48 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 48 
Endicott-Johnson, Endicott, N. Y........ 38-39 
Erwin Shoe Co., New York City.......... 36 


Friedman, B., Shoe Co., New York City... 36 
Green, Daniel, Co., Dolgeville. N. Y..2nd Cover 
ow Fried & Sons, Inc., New York “ 
a & ae oe ag York City. 222/222. 37 
Lion Shoe Co., Inc., New York City........ 36 
Mishawaka Rubber & Woolen Mfg. Co., 
PEMD, TOE. cccccccccesocce Front Cover 
Morris Shoe Co., New York City.......... 37 
Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
| Ree pe reer rrr er on 4 
Nettleton, A. E., Syracuse, N. Y.......... 
Nunn, Bush & Weldon Shoe Co., Milwaukee, 

EE we suuranisemmen al aeess eee peaabeens eas 
Old Colony Shoe Co., Brockton, Mass...... 44 
Queen Quality Shoe Co., St. Louis, Mo.... 10 
Richards & Brennan Co., Randolph, Mass.. 44 
Roberts, Johnson & Rand, St. Louis, Mo.. 29 
Saks, M. J., Shoe Corp., New York City.. 37 
Shaft-Pierce Shoe Co., Faribault, Minn.... 48 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 48 
Wear-Ever Shoe & Slipper Corp., So. Nor- 

WE, CR ocd vrccdrecccocvcsencecsases 50 


Weiss, J., Shoe Co., New York City........ 36 
LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass.............. 1 

Dewey & Almy Chemical Co., Cambridge, 
MEMES cessnsieavess.  sHaseceetwseneesuenl 4-5 
Evans, John R., & Co., Camden, N. J...... 6-7 


Firestone Footwear Co., Boston, Mass....30-31 
Goodyear Tire & Rubber Co., Akron, O.... 23 
Hamel, L. H., Leather Co., Haverhill, Mass., 


Back Cover 
Kistler Leather Co., Boston, Mass.......... 25 
Neumann, R., & Co., Hoboken, N. J....... 51 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md............. 46 
United Shoe Machinery Corp., 
MENUS... cneccveesviceceesoue 40- Tea9 Sed _ 
SHOE ACCESSORES 
Pollinger, M. D., Co., St. Louis, Mo....... 55 
Simplex Shoe Tree Co., Chicago, Ill...... 46 
Williams Mfg. Co., Portsmouth, O......... 61 
MISCELLANEOUS 
American Printing & Label Co., Cincin- 
PTEIG. GER GEE OS SRRCR SANS 3:66 00553 ROwE 55 
DeWitt Operated Hotels................... 53 
Hotel Edison, New York City.............. 55 
Hotel Lincoln, New York City............. 43 
Hotel Pennsylvania, Phila., Pa........... 55 
Hotel Piccadilly, New York City.......... 53 
Irvin Rubin, New York City.............. 55 


Kent Garages, New York City............ 53 
Kirsch-Blacher Co., Inc., New York City.. 55 
National Shoe Retailers Association, St. 

RR re a ee 7 
Poster & Deutsch, New York City......... 54 
Walk Eze, New York City..........ccccecs 50 


Feature Winter Sport Shoes 
[CONTINUED FROM PAGE 26] 


case an unfavorable break in the 
weather may necessitate a quick shift 
in your plans, for the whole effect of 
a Winter sports promotion would be 
lost in the absence of snow and Winter 
temperature. 

Sports shoe interest in Winter time 
is not confined solely to Winter games, 
however, for we have also to think, 
at this time, of southern resort foot- 
wear for Palm Beach, southern Cali- 
fornia and the hundreds of resorts of 
the southeast and southwest to which 
people go just after the Christmas 
holidays. And this year we have the 
new interest in tropical cruises, which 
promises to assume considerable mag- 
nitude, stimulated by low rates of 
travel and extensive publicity by all 
of the leading steamship lines. The 
cruise development is opening up an 
entire new field for footwear promo- 
tion, which also lends itself to attrac- 
tive window promotion worked out with 
nautical and southern backgrounds and 
colorful illustrations, many of which 
can be obtained from the steamship 
companies themselves, who issue post- 
ers and literature that will serve the 
purpose of the display man in a great 
variety of ways. 

All of these promotions come into 
the picture for use immediately follow- 
ing the Christmas holidays, when clear- 
ance sales are the order of the day in 
most shoe stores. It is to be assumed 
that the average store will devote a 
good deal of its window space in Jan- 
uary and early February to the pro- 
motion of clearance merchandise, but 
with increased costs of doing business 
under the code and retail profits at best 
none too satisfactory. It is more than 
ever essential this year to think of the 
extra profit dollar that can be made 
through the proper promotion of some 
seasonable line of footwear in clear- 


footwear are logical merchandise for 
this purpose and a series of promotions 
built around these ideas will also give 
to your windows a color and interest 
that will serve to relieve them of the 
dull monotony that has characterized 
too many shoe store windows in the 
past through the two months of Winter 
clearance selling. 








When writing advertisers please mention Boot and Shoe Recorder 


ance time. Winter sports and southern. 
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KID SUEDE RIDES THE WAVE 
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They're taking kid suede to sea, this year when they cruise in south- 
ern waters—flat-heeled sandals for shuffle-board, higher heeled 
sandals for spectator wear in white, bright, or light colors, in all-over 


shoes or gay, mad combinations 


e 
Vode White Buk-kid No. 900 Vode Violet Blue Suede No. 988 
: Vode White Suede No. 901 Vode Absinthe Suede No. 983 
| Vode Orange Suede No. 903 Vode Light Blue Suede No. 984 
Vode Blue Suede No. 938 Vode Pink Suede No. 986 
Vode Red Suede No. 945 Vode Yellow Suede No. 987 
Vode Jade Suede No. 962 Vode Grey Suede No. 977 


Vode String Suede No. 917 


ead ca Ge eas RON 
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| STANDARD KID DIVISION 
: _ ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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Remember that you could have sold a) 
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No other leather . . . and no other entry 
in the register of colors . . . offers the same 
security of profitable selling, over a length- 
ening period of months, as white LEVOR 
washable kid. 
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Remember also, that the great improvement in tan- 
ning white LEVOR kid makes this leather more com- 
pelling in attraction and value than ever before. 





Tests by usage and comparative analysis reveal a 
superiority for "The Whitest Whites" that would fully 
justify a premium for this leather, due to the year round | 
specialization in whites and in the choicest raw stock 
suited for the tannage, LEVOR kid is actually lower in 
price, quality for quality, instead of being equal or ; 
higher than other lines. | 


Cc. LEVO 
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Depend upon white LEVOR kid and make the mos 
of its unique features in your selling. Purity and 
permanence of whiteness, washability of surface 
and better serviceability. 


5. €O. INC. 


GLOVERSVILLE, N.Y. 
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What every merchant should know 


. . . In the simple mathematics of PP i 
magazine circulation, advertising in 4 
Tue AMERICAN WEEKLY pulls twice as ; 


hard as advertising in any other maga- 
| zine, simply because it reaches more than five million families—twice as 
| many as are reached by any other magazine. Translating this fact into 
terms of sales, THE AMERICAN WEEKLY has twice the power to drum 
up business for retailers who feature the products advertised on its pages. 


Sab a cnstihain, cat inct ae ee aan—analaaat all 
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The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 
circulation. 


ee eee 


In each of 93 cities, it reaches one out of every two families 
If 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 





...- and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


THEAMERICAN 


“The National Magazine with Local-Influence”’ 
Main Office: 959 Eighth Avenue, New York City 
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ESSENTIAL TO 
HEALTH— 


The skeleton figure shows correct posture and center 





cin, Wondiincesice ceili 


line of body weight when the foot is elevated on a heel. 
The base of this line must be rigidly supported to main- 
tain correct body posture and foot health—both neces- 
sary to good general health. 


FOR MEN AND WOMEN 


CORRECT SHOES AID 
POSTURE THE VITAL POINT 


When feet “go down” and become 
weak—they throw the whole body 
out of line. Strain is transmitted 
to all parts of the body. A droop- 


ing, unhealthy posture may result. 


Copyrighted 
The Health Spot construction in A.—The vital point in Foot- 
so-Port construction, — the 
Musebeck Foot - so - Port Shoes base of center line of body 
straightens up weak feet to normal weight where the foot needs 
P support. Here is the Health 

position. All strain is relieved be- Spot. 

cause feet can then support body B.—A strong steel shank giv- 
. ing proper support to the 
weight properly. outer, weight bearing part of 








the foot after it has been 
straightened up by the 
Health Spot construction. 


Improved foot health and improved 





posture mean better general health. 





{ Every dealer who sells Foot-so-Port Shoes is rendering a very valuable health service to his cus- 
tomers. The kind of a service that makes them lifelong customers who come back and say, “An- 
other pair just like these, please.” 


Write today for illustrated catalogue. 





MUSEBECK SHOE 


Danville, Illinois . 


When writing advertisers please mention Boot and Shoe Recorder 
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To Earn a 


Invest These Four Import 


N.S.R.A. CONVEN 


Where this great National 
and Manufacturers will 


the most representative lines 


Successful Merchants Will Tell How Te business programs have 


been organized to discuss the 
most vital topics affecting the retail shoe business. Many problems recently born, at the adoption 
of the NRA retail code, will be solved by alert merchants. Come to the Convention to learn— 
know—and plan your merchandising methods for 1934. 


Business Clinics These specialized group meetings will dissect methods of store opera- 


tion. Experts will discuss, analyze, and go into the consultation and 
prescribe treatment for many of the ills of the shoe industry. 


Sales Promotion Plans How to make your sales promotion dollar buy more is 


important to every shoe man. How are you going to 
organize your advertising in the NRA era so that it will maintain your sales volume? 

Windows will have to do more selling. There are more “looking hours” to study merchandise 
values. Modern window treatment is changing monthly. The public is being educated to new 
approaches. Your windows will have to keep step or potential customers will “step by” your win- 
dows. Listen to an authority who will tell you how to treat your displays to increase sales. 


W , Concentrated in St. Louis will be ap- 
orld Ss Largest Samp le Room proximately 400 lines, from which you 
can make your Spring footwear selection. Here you can compare values, investigate new prices, 


appraise styles, and buy with confidence, shoes which will enable you to remain competitive in your 
community. 


Correct Spring Style Numerous manufacturers will display correct Spring styles. 


The finest patterns in the smartest materials will be seen in 
the many lines spread at this Convention. You cannot buy intelligently when inspecting only a few 
lines. Fashion is fickle and favors those who select wisely and knowingly. You cannot afford to 
guess. Come to the Convention, where one GOOD BUY will more than pay for your investment 
of time and money. 


tt? The importance of foot health, from 
Foot Health and Correct Fitting jhe importance of foot Bealth, from 
aroused merchants to a more intensive study of sales and service in the fitting of health shoes. Recog- 
nized authorities have assumed the responsibility of this Conference. Every merchant is compelled to 


meet this demand, forced upon him by his customers, who are insisting on correct fitting and foot 
health service. You can be informed at this Convention. 


rcT shyzf A comprehensive exhibit of footwear adver- 
Unusual Advertising Exhibit tising is being planned for the benefit of the 


merchant. Newspaper, direct mail, and personalized letters, are included in the array of material 
shown. It will be divided in three sections—men’s, women’s, and children’s. This educational fea- 
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Profit in 1934 








'TION—ST. LOUIS 


Congress of Shoe Merchants 
attract leading retailers to 
of shoes in the shoe industry 


RR TOES aD nT 


ture will be located in the Jefferson Hotel. To improve your advertising, to increase sales, come to 


the Convention and study this exhibit. 


Improvement In Store Service In the final analysis, after your shoes have 


been carefully selected — merchandised 
effectively—advertised smartly—presented attractively in your windows, the full responsibility rests 
entirely in your sales organization. They can make or break a masterful selling promotion. Learn 
at the January Convention all there is to know about the new phases of store service. 


Eliminate Waste and Increase Earnings 


ness. Attend the January Convention and learn the facts. 


Entertainment and Frolic All work and no relaxation at the Convention 


would not provide the inspiration necessary to 
return to your store fighting and fit to organize your merchandising plans for a profitable and suc- 
cessful year in 1934. Tuesday night, January 9th, has been given over to fun, with an outstand- 
ing wrestling and boxing show arranged exclusively for the shoe men. Every registered delegate 
will be given a ticket free to this frolic. Outstanding boxing and wrestling stars will appear on the 


program. 





be sure to ask for certificate receipt entitling you to reduction. 








jant Days—January 7-8-9-10 


Under the NRA retail 
i code overhead and op- 
| erating expenses have increased. Sales have slowed up because of less selling hours for each sales- 

man. Some merchants have devised ways and means to combat these destroyers of profits in busi- 


Reduced Railroad Rates Lowest rail rates ever offered for an N.S.R.A. Con- 


vention have been granted. In buying railroad ticket 


Hotel Accommodations Provided Ample hotel accommodations in the 


area of activity can be had at no in- 
crease in rates. Write hotels direct or Convention Headquarters, who will make reservations for you. 
/ 


NATIONAL SHOE RETAILERS ASSOCIATION 


CONVENTION °¢ ST. LOUIS ¢ JAN. 7-10 


Authorized Under NRA Code of Fair Competition for the Boot and Shoe Manufacturing Industry 
CONVENTION HEADQUARTERS . 108 STATLER, ST. LOUIS, MO. 
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UALITY - through and through 







IR. Thousands of men have discovered that ‘‘Most miles per 

—_— dollar’’ isn’t a phrase, but a fact—when they wear Flor- 

sheim Shoes. Months after ordinary shoes are discarded, 

I Florsheims retain their smart looks—proving that quality 
H S SOC Ve is the most economical in the long run. Building such 


ae confidence means permanent, satisfied customers for 


S-506, one of a large variety of 
seialeaeen es ice ital Florsheim dealers. To retail at oe 75 Most Stes 


stock department. 


SomME STYLES $70 








“The FLORSHEIM Soe 


Tuer FrorsHeEIM SHOE Company ®@ Manufacturers © Chicago 
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